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Increasing Your Fire Premiums 


Make Valuations and Appraisals; Provide Fire Prevention 





and Safety Engineering Services; Apply Insurance as 
Based on Findings, and Service Account Regularly 


SITUATION in which many an 

agent finds himself when he casts 
his eye on some of the bigger, more 
profitable risks which he cannot seem 
to approach has been well expressed 
by more than one of your fellow in- 
surance workers, when he says: “That 
Brown line is a corker. I’d like to 
get a crack at it, but I can’t get a 
look-in.” 

What is the answer? What is the 
approach to the cream of the business 
available to you? Actually, is it all 
a matter of approach? 


The Approach Is Easy 


Most decidedly it is not. The ap- 
proach is not particularly difficult if 
an agent has something worth offer- 
ing. If he does not carry to the pros- 
pect absolutely the latest and most 
modern insurance service available, he 
might better not approach the bigger, 
more profitable risks until he is 
equipped to render such service. The 
reason is that risks of this type invite 
the keenest competition and only the 
most fit survive. Those who fail are 
dubbed second raters—thus classified a 
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HIS is the fifth and conclud- 

ing article of an important 
series designed to give practi- 
cal, business building advice to 
the fire insurance agent. These 
articles are a result of a thorough 
review of the fire agency business 
and were written with the belief 
that the progressive agent will 
gear his production to that part 
of the review that best suits his 
own territory. 

That these articles constitute 
an unusual contribution to the 
educational literature of fire in- 
surance is the belief of the edi- 
tors of THE SPECTATOR and of 
hundreds of agency men who 
have read the previous install- 
ments and put their wise counsel 
into practice. There is nothing 
haphazard about their composi- 
tion, for they were prepared with 
a very definite study of the situa- 
tion from many angles.—Editor’s 
Note. 











few times, they are out of the running 
for big business for all time. 

“What preparation must I make? 
What can I do?” are logical questions 
from those who have aspirations to con- 
trol big lines, particularly to handle 
them as “exclusive accounts’—every 
detail of every line of insurance re- 
quired by the account. But undoubted- 
ly any answer given here would prove 
as unsatisfactory as the reply made 
to a man who asked, nearly 2000 years 
ago, “What shall I do to be saved?” 


Learn Four Things 


A general answer, however, is this: 
You must equip yourself to do four 
things, and do them as well as a spe- 
cialist in each line. The first is to 
make evaluations and appraisals. The 
second is to provide fire prevention and 
safety engineering services. The third 
is to apply insurance as based on the 
findings to the first two. The fourth 
is to service the account regularly. 

Many agents will say this cannot 
be done profitably, and it is absolutely 
true that in many communities it can- 

(Concluded on page 36) 
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ASELIVE THIRDPARTY SMOKES 





HE value of the trade association 
iy its members is too well recog- 
nized to need the indorsement of my 
column. The major accomplishments 
of association work are appreciated by 
everyone, even though a few do seek to 
share the benefits without assuming 
any part of the cost. However, such 
slackers find themselves in ever-thin- 
ning ranks. While, as said before, the 
more obvious benefits of organization 
work are universally known, there must 
remain a vast lot of detail activity 
which never comes under the public 


eye. 
*x* * 


to my notice the other day—and 
right near to home, too. It transpired 
within the offices of the National As- 
sociation of Life Underwriters and 
demonstrated, to a high degree, that 
unceasing vigilance which is the price 
of business security. 


* «* + 


L. HOFFMAN, assistant to Roger 
M.=. Hull in the management of 
the association, enjoys the diversion of 
the evening radio programs and, with 
millions of others, has followed with de- 
light the sense and nonsense of Amos 
and Andy, Pepsodent Company enter- 
tainers. Lately their dialogue on the 
subject of banking their $500 savings 
has been especially intriguing—or was, 
before they began to talk about the ad- 
vatages of life insurance. Then Mr. 
Hoffman became a bit concerned about 
the situation. An indorsement from 
them might do wonders, while a 
thoughtless ‘“wise-crack,” adversely 
phrased, might do irreparable harm to 
the business. 


A N example of such enterprise came 


+ «2 


ALKING it over with Roger B. 

Hull, they decided to call up Sey- 
mour T. Whatley, president of the Na- 
tional Association. From Chicago Mr. 
Whatley was requested to get in touch 
with Dr. C. E. Albright in Milwaukee 
and ask him to take whatever steps he 
deemed necessary. In addition to being 
a million-dollar producer for the North- 
western Mutual Life, Doctor Albright 
is also a stockholder in the Pepsodent 
Company and his advice might there- 
fore prove doubly effective. 


ee 


T the moment of going to press I 

have not heard what further ac- 

tion was taken, other than that Amos 

and Andy concluded their financial 

talks without saying anything derog- 
atory to life insurance. 


sense of the word typified the mad 
chase of three desperate and escaped 
criminals, one a killer, in a series of 
stolen cars, one of which was insured. 
And therein they had erred. The chase 
extended from Cenmnecticut to Florida. 
The sharp eye of insurance liability 
claim sleuths was first focused upon 
the scene when word was received by 
Joseph P. Harrison, Aetna Casualty’s 
stolen car and bandit chaser, that an 
expensive car, insured under a theft 
policy in the automobile insurance com- 
pany had been reported stolen in Holy- 
oke, Mass. Harrison immediately con- 
nected the escaped bandits with the 
stolen car and from his desk in the 
company’s home office at Hartford be- 
gan a relentless search which finally 
ended with the capture of the despera- 
dos in the South. 


e+ ab 


ORE than the usual touch of de- 
cies romance entered the insur- 
ance business in this claim case. Har- 
rison directed not only his field men 
but police throughout the country by 
telephone and wire. His first step was 
to communicate with the authorities in 
Holyoke, where his suspicions that the 
bandits had stolen the car belonging to 
an Aetna policyholder were soon veri- 
fied. After a short hop to Great Bar- 
rington, Mass., and from there to Hud- 
son, N. Y., the criminals slipped 
through the fingers outstretched at the 
tip of Aetna’s long arm. 


* * * 


R. HARRISON immediately set 
Mix machinery in motion for a 
coast-to-coast search and enlisted the 
aid of The Automobile Underwriters 
Detective Bureau of New York, to 
which the Aetna companies subscribe. 
As a result, the car was retrieved about 
fifteen days after it had been reported 
stolen by the southern division of the 
Underwriters Detective Bureau. 


a in the most thrilling 


* * * 


HE bureau’s report declared that 

one police officer had been killed 
and another seriously injured in at- 
tempting to arrest the occupants of the 
car. Through Mr. Harrison, Connecticut 
State Police and prison authorities got 
in touch with Jacksonville officials, giv- 
ing them detailed information about the 
escaped convicts, and within a few days 
the bandits were captured. A compli- 
ment is due Mr. Harrison for his dili- 
gence and unrelentless work in protect- 
ing society in general and his policy- 
holder in particular. 












OME of the paying customers 
S haven’t been caring for this column 
lately and your humble conductor was 
worried no end to find the deadline fif- 
teen minutes away and not a line of 
copy up. The fat was yanked from the 
fire, however, with the discovery in my 
emergency cabinet of a little publica- 
tion known as “The Editor’s Aid.” It 
states in its preface that it contains 
“editorial fillers that will give prestige 
and build reader interest waiting for 
you to use in a moment’s notice whether 
you need a line or a paragraph to fill 
a ‘hole,’ or make up a page of a medley 
of these interesting subjects. Your 
readers will enjoy them.” 

O here they are, gentle readers, and 
S let your joy be unconfined! The 
italics are ours. 

ok * * 
N axe is put against a grindstone 
for sharpening. But a nose kept 
on the grindstone makes a person dull. 
Look up and seek self-improvement. 
Better one’s nose on the grindstone 
than in somebody else’s business. 
* * * 


HE slowest of us cannot but admit 
T tat the world moves—Phillips. 
Yes, there’s no denying it, the world 
do move; but in circles like the ma 
jority of us. 
ok * ok 
O right because it is right and not 
because you are afraid to do 
wrong. 
Oh, yeah? Tell that to 
Whalen. 


Grover 


i oa 


ON’T shout, and learn to speak 
D commandingly, without appearing 
to command. 

It was better the first time. “Speak 
softly and with a big stick”—and a by- 
line to Theodore Roosevelt, if you 
please. 

* * * 
AKE “Smile wrinkles” your hobby. 
A grave countenance may not 
represent a gloomy person, but it looks 
that way. 

Name three jovial countenances 
among the Presidents of the United 
States of America. 

* * * 

HERE, now, I hope the captious 

customers have been pleased with 
these bits of philosophy, culled from 
paragraphers all over the country, and 
that the snippy comments in italics 
haven’t outraged their right-minded- 
ness. From now on I’m going to write 
my own stuff. 
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Flood Insurance 


HE Department of Commerce 

of the United States is re- 
ported as interested in the de- 
plorable fact that the facilities 
for flood insurance in this coun- 
try are decidedly limited and that 
localities throughout the land 
which are constantly exposed to 
the danger of floods are, for some 
reason, unprotected. It is said 
that the Department is contem- 
plating a survey of the situation. 
This interest of the Depart- 
ment in the matter of flood pro- 
tection through insurance par- 
ticularly commends itself to the 
notice of THE SPECTATOR because 
this paper has, on several occa- 
sions, reviewed this subject in 
its columns. Any move to arouse 
in both the minds of the public 
and the insurance carriers the 
heed and desirability of greater 
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flood insurance facilities, has the 
support and indorsement of THE 
SPECTATOR. 

Flood insurance is not exten- 
sively written by the insurance 
companies because it is unprof- 
itable and a difficult line of busi- 
ness to keep on the books. Like 
other catastrophic hazards, floods 
are things that people never give 
a thought to until they happen. 
Underwriters have found that 
whereas flood insurance is 
eagerly demanded by property 
owners in the midst of, or ad- 
jacent to, a threatening flood, 
there is little inclination to retain 
the insurance when the danger is 
no longer imminent. The possi- 
bilities for profit under such con- 
ditions are, of course, hopeless. 

Also, there is a tendency to re- 
gard the phenomena as limited to 
certain well defined sections of 
the country. Along the Missis- 
sippi River Valley, and in one or 
two other localities where floods 
are fairly regular occurrences, 
the bulk of flood insurance is, or 
could be written. It is practically 
impossible, according to the ex- 
perience of underwriters who 
have experimented with flood in- 
surance, to get a distribution of 
risks that anywhere near ap- 
proaches safety. 

Floods have, nevertheless, at 
some time or other occurred in 
practically every section of the 
country. Perhaps a campaign by 
the Department of Commerce to 
make America  flood-minded 
would result in the underwriting 
of such risks becoming a feasible 
proposition for the insurance 
companies. 





Semi-Annual Index 


HE SPECTATOR is issued in 

two sections this week. Sec- 
tion II consists of the index to 
Volume CXXIII of THE SPECTA- 
TOR, covering the period from 
July to December, inclusive. The 
index, because of cross-references 
by authors and titles, as well as 
by subject matter, forms a ready 
means of access to all news or 
educational features of sufficient 
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importance to have been included 
in the pages of THE SPECTATOR 
during the last six months of 
1929— incidentally, a period in 
which many important happen- 
ings were recorded. This index 
is distributed free as a service to 
subscribers. 


You Furnish the Data 


NE of the greatest obstacles 
in the path of life insurance 
sales progress is, according to the 
testimony of Life Agency Officers, 
the extreme reluctance of man- 
agers and general agents to be 
accurate regarding their practice 
and experience with sales help. 
The Sales Research Bureau, 
from the home office in Hartford, 
Conn., made a real determined 
effort in 1929 to establish authen- 
tic data on the probability of suc- 
cess for first year agents. The 
only reason that a working cri- 
terion was not arrived at seems 
to have been that too many gen- 
eral agents were prone to list 
their part time men as full time 
men, and to falsify records— 
there are no milder words for it 
—in other important respects. 
Naturally, this situation reflects 
loss in three directions. First, 
the general public is not being 
sold on life insurance in the man- 
ner it should be. Next, the gen- 
eral agent and manager is, so to 
say, “winking in the dark.” He 
alone is aware of his actions and 
motives. Lastly, the companies 
are losing a great opportunity to 
go ahead in this big decade more 
swiftly than in the past. 


It will be remembered by those 
present at the Chicago meeting of 
the agency officers that consider- 
able of a furor was raised by the 
report of Mr. Niles of the Bu- 
reau, on this subject. Before his 
talk had been concluded, however, 
the members of the association 
were in agreement that the re- 
search was well worth further- 
ing and they, each one, pledged 
themselves and their organiza- 
tions, to the task of making it far 
more complete in 1930. 


Editorial 



















The real solution of the prob- 
lem lies with the willingness of 
the “man on the firing line’’ to 
cooperate with the home office. If, 
and when, he gives a clear picture 
of conditions in his territory, the 
various company executives who 
are concerned with the problem 
may be able to reduce the rather 
alarming turnover in sales help 
and to raise the rather low aver- 
age production figure. 


A Year of Accomplishment 
for the Kansas City Life 


The annual statement of the Kansas 
City Life Insurance Company, Kansas 
City, Mo., as of December 31, 1929, 
shows splendid gains in every item. 
The past year witnessed the largest vol- 
ume of new business ever issued by the 
company during any calendar year in 
its history, this item amounting to 
$106,190,464. An unprecedented gain 
in insurance in force brought the total 
for this company to$432,633,508, an in- 
crease over the previous year of $41,- 
158,762 or 10.5 per cent. The com- 
pany’s assets were increased by $5,656,- 
260 and amounted on Dec. 31 last to 
$59,351,168. The assets are well di- 
versified, with first mortgage loans on 
real estate predominating and amount- 
ing to $33,544,199. _The real estate 
owned (including home office building) 
amounted to $3,568,268; loans to policy 
holders, $12,921,099; bonds, $6,039,530; 
net amount of uncollected and deferred 
premium, $1,844,763; cash, $414,387; 
agents’ balances and _ miscellaneous, 
$428,293 and interest and other items, 
$1,259,678. The largest item noted 
among the liabilities is that of the legal 
reserve of $49,693,414 and other lia- 
bilities of $2,037,110 brought the total 
liabilities up to $51,730,524. The total 
surplus fund as of December 31, 1929, 
were $7,620,639, of which $1.000,000 
was capital paid up; $1,659,688, was 
the surplus assigned to policyholders 
and $4,960,951 was unassigned surplus. 
The company’s premium income for the 
year ending December 31, 1929, was 
$11,669,637 and its total income 
amounted to $14,867,376. In the mat- 
ter of prompt and equitable payment to 
policy holders, it is noteworthy that 
the company has no death claims due 
and unpaid at the end of the year 
while the total amount paid to policy 
holders and beneficiaries amounted to 
$4.903,705 during 1929. 

The company’s official roster includes 
men who are nationally prominent in 
life insurance circles. The staff is 
headed by J. B. Reynolds, president and 
C.N. Sears, secretary. An aggressive 
campaign was conducted during 1929 
in celebration of the 25th anniversary 
of Mr. Reynolds’ connection with the 
company as its president. 


Two new members were added to the 
directorate of the American Central 
Life Insurance Company at the annual 
stockholders’ meeting on Tuesday, Jan. 
28. The new members are Harry C. 
Byers and Mabra C. Jones, both of In- 
dianapolis. 


Editorial 




















Business Men’s Assurance 
Company 

The report to stockholders at the 
annual meeting of the Business Men’s 
Assurance Company, Kansas City, on 
Thursday, Jan. 23, showed benefits paid 
policyholders as $2,669,334.28, $1,445,- 
032.23 being paid on account of sick- 
ness. 

Insurance written for the year was 
$48,655,986, bringing life insurance in 
force up to $87,041,307 on Jan. 1—an 
increase of $22,027,263. Life insurance 
premiums for the year increased 31.3 
per cent over 1928. 

Premiums under’ Accident and 
Health insurance were $3,900,603.67, 


which together with reinsurance 
premiums brought the total in that de- 
partment up to $4,034,525.69. The loss 
ratio for the year was 58.8 per cent— 
an increase of 7 per cent over 1928. 


Southern Central Life Now 
in Operation 


The Insurance Commissioner of Mis- 
sissippi has issued a permit to the 
Southern Central Life, of Meridian, 
Miss., and the company has begun 
operations. Its capital and surplus is 
$500,000. Floyd B. Powell, vice-presi- 
dent and general manager, is in active 
charge of the company’s operations. 








things. 


were. 


STRENGTH OF’ 
CIBRALTAR.” 





QUIT THE 
MOURNER*S’ 
BENCH! 


The late unpleasantness in Wall Street has 
been worked to death as an alibi for low pro- 
duction in every conceivable line of business. 


But facts are stubborn 


The truth is that while all 
the weepers were wring- 
ing out their crying 
towels, millions of dol- 
lars worth of life insur- 
ance was sold and some- 
body, who was too busy 
to cry, sold it. 


And the Prudential’s Ordi- 
nary Agencies, 
everywhere, are as ready 
to cooperate as they ever 


G*WI 


The Prudential 


Insurance Company of America 
Epwarp D. DuFFIELp, President 
Home Office, Newark, New Jersey 


located 
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Farm Loan Situation Not 
Aggravated by Company 
Practices 





Are Working With Farmers 





Higher Interest Rate and Larger 
Collateral Laid to Third 
Mortgage Plan 


Des MOINES, Iowa, Feb. 3, 1930.— 
Taking note of a statement attributed 
to Hon. Arthur M. Hyde, Secretary of 
Agriculture, in a conference with Presi- 
dent Hoover, Iowa insurance heads are 
inclined to take issue with the chief of 
the Agricultural Dept. at Washing- 
ton when he states that life insurance 
companies are exacting higher interest 
rates and a larger collateral on farm 
loans. 

Henry S. Nollen, president of the 
Equitable Life Insurance Company of 
Iowa, said, ‘“Hyde’s complaints are not 
well founded. It is not the insurance 
companies, but the holders of second 
and third mortgages that are causing 
the complaints.” 

“Another point to be considered,” 
Nollen said, “is that insurance com- 
panies are allowed only to make loans 
on farm land that are commensurate 
with the present value of the property. 
The farmer must not expect to secure 
loans in proportion to what the land 
may have been originally worth.” 

Ray Yenter, Iowa Insurance Com- 
missioner, said the whole matter was 
largely a question of business policy of 
the individual company. 

“Whatever cases of ‘bearing down’ 
exist are among the foreign com- 
panies doing business in the State, and 
in these cases the attitudes regarding 
farm loans depend upon _ individual 
business beliefs,” Yenter said. Other 
statements were in substantial accord 
with those quoted. 
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Se AAA AAAAAAAAAAAAAAAAAAAAAA 
NEW LAW IS UPHELD BY TEXAS 
COURT 

AUSTIN, TEx., Feb. 3.—The Texas law, 
adopted by the last legislature, regulat- 
ing local mutual aid assessment insur- 
ance associations, was upheld this week 
by Federal Judge Duval West in a de- 
cision rendered here dismissing an ap- 
plication of Ernest K. Smith of Sweet- 
water, Texas, for an injunction to re- 
strain the State Board of Insurance 
Commissioners from enforcing the law. 
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Prudential Insurance in 
Force Exceeds 14 
Billion 


Statement for 1929 Shows 
Gain of More Than One 
Billion in Ordinary 
and Industrial 


NEWARK, N. J., Jan. 31.—De- 
claring the year of 1929 to be one 
of “achievements,” the Pruden- 
tial Insurance Company of Amer- 
ica has issued a statement show- 
ing that its paid-for business dur- 
ing that year—including policies 
issued and revived, and increases 
—totalled $3,233,961,000. This 
represents a gain over the year 
1928 of $233,316,000. 

The total life insurance in 
force on the Prudential’s records 
at the close of the year was $14,- 
313,138,000, of which $7,255,933,- 
000 was in ordinary policies and 
$7,057,205,000 was in industrial. 
This was an increase during 1929 
of $1,331,555,000. 

The statement issued today re- 
calls the fact that dividends of 
$71,000,000 had been allotted for 
policyholders out of the year’s 
savings. Of this amount, $30,- 
000,000 was in connection with 
ordinary policies, or those on 
which premiums are paid an- 
nually, semi-annually or quart- 
erly, and $41,000,000 for indus- 
trial policies, or those on which 
the premiums are paid weekly. 

This industrial figure is one 
never equalled by any other com- 
pany in any part of the world. 














Non-Medical Life Bill 
in Massachusetts 





Legislation Introduced in 
House Would Permit Poli- 
cies Up to $5,000 





Hearing Before Committee 





Company Representatives and 
Insurance Commissioner Give 
Views Pro and Con 


The whole subject of non-medical life 
insurance is very much to the front in 
Massachusetts at this time and opinion 
seems to be pretty well divided as to 
the advisability of revising the present 
law which provides that such insurance 
can be written in an amount not in ex- 
cess of $500. The joint legislative in- 
surance committee is considering House 
Bill No. 421, introduced by the Colum- 
bian National Life Insurance Company 
of Boston. Frederick H. Nash, repre- 
senting that company, appeared before 
the insurance committee and asked that 
the law be amended to permit the issu- 
ance of non-medical policies in amounts 
not exceeding $5,000. 

Mr. Nash said that this was per- 
mitted in all States of the Union excep- 
ting in Massachusetts, Kansas, Ne- 
braska and Louisiana. He said it was 
2 forward step and that life insurance 
men here are in favor of it. 

General Counsel Samuel Davis of the 
John Hancock Mutual Life Insurance 
Company and Shelton Wadwell, repre- 
senting the Prudential Insurance Com- 
pany, said that if the bill as submitted 
was amended to provide for the indus- 
trial companies in the writing of non- 
medical business, they would not object 
to it. 

George Hoague, representing the 
New England Mutual Life and the 
Massachusetts Mutual Life, said these 
companies were opposed to the bill if it 

(Concluded on page 17) 
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West Coast Life Has Excellent 
Year 


The record of the West Coast Life 
Insurance Company of San Francisco 
for 1929 was an excellent one. It 
closed its twenty-fourth year with 
$124,348,950 life insurance in force, an 
increase of $9,537,515 over 1928. The 
company is now almost a quarter of its 
way toward its second hundred million 
dollars of insurance and only two years 
ago the agency organization was striv- 
ing to top the hundred million dollar 
mark. New paid business during the 
past year amounted to $28,927,000, an 
increase of 10 per cent over 1928, mak- 
ing the year a record one for the com- 
pany in this respect. Assets increased 
$1,983,789 to $18,945,327. The com- 
pany’s mortality experience for the 
year was the most favorable in many 
years, being 3% per cent lower than 
the previous year. Premium income 
increased $305,699 to $4,343,214, and 
the total income increased to $5,620,444. 
To policyholders, $1,939,521 was paid 
during 1929, including $658,913, death 
claims; $148,733, matured endowments; 
$122,455, group claims; $40,277, acci- 
dent and disability claims, and $383,- 
478, policy dividends. Since the organi- 
zation of the company there has been 
paid to policyholders and beneficiaries 
$15,208,726. The company, toward the 
end of 1929, added a line of juvenile 
policies to its sales equipment. The 
company, in addition to an educational 
department for new salesmen, main- 
tains a sales promotion department 
which furnishes sales aids to its repre- 
sentatives. 


Royal Union Life Honors 
Vice-President Kirke 


The officers of the Royal Union Life 
Insurance Company have designated 
February as “Ben Kirke Month” and 
the goal of the agencies will be a 
volume of $2,500,000 to honor Vice- 
President and Field Manager Benjamin 
Kirke. 


_—- Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 














Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion end Three-Quarters 
of Insurance in Force 

















Southern States Life Sales Convention 











On the last four days of January 
the Southern States Life Insurance 
Company held its convention of the 
Anniversary Club at the Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

M. Albert Linton, vice-president, 
Provident Life Insurance Company, 
Philadelphia, discussed the _ subject, 
“The All-Around Service of Life In- 
surance.” 

George H. Thigpen, Commissioner of 
Insurance, State of Alabama, delivered 
an address and a number of splendid 


sales talks featured the program. 

This was the twenty-second annual 
convention of the Anniversary Club. 
The basis for qualification was $125,000 
of paid business during the calendar 
year. The convention was preceded by 
the “GET-2-GETHER” Chests contest. 
Field representatives brought to the 
convention their written business pro- 
duced during the time limits of the 
drive. The company deposited in the 
silver chest 50 cents for each $1,000 of 
regular business. 











An Evidence of Public Confidence 


New Insurance Issued 




















1919 $39,337,673. 

1924 $60,440,136. 

1929 $93,396,730. 
Insurance in Force 

1919 ,; $139,386,731. 

1924 $281 ,092,860. 

1929 $504,481,203. 

Assets 

1919 ro! $29,355,630. 

1924 $53,003,731. 

1929 $99,435,576. 

Total Income 

1919 —:€ - $7,213,423. 

1924 $14,297,913. 

1929 $28,064,221. 





1919 mmm =$437,304. 





Dividends to Policyholders 


1924 $1,044,650. 





1929 


Head Office - 


BRANCH OrFiges IN 
AFRICA, ASIA, JAF s 
CENTRA 





THE 


MANUFACTURERS LIFE 


INSURANCE COMPANY 


ESTABLISHED 1887 






WRITE FOR COMPLETE COPY OF ANNUAL REPORT 


$2,513,344. 


TORONTO, CANADA 







BRITAIN, INDIA, 
ST INDIES, 
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Missouri State Life Has 
Increased Capital 





Directors Authorize $1,000,000 
Increase in Capital Stock 
Giving $5,000,000 Total 


The board of directors of the Mis- 
souri State Life Insurance Company of 
St. Louis, Mo., has authorized an in- 
crease in the capital stock from $4,000,- 
000 to $5,000,000. The new stock will 
be sold to the present stockholders in 
the ratio of one share for each four 
shares now held at $10 a share the par 
value. 

The increase will give the company 
$5,000,000 capital, $3,350,000 in sur- 
plus and $1,400,000 held in reserve for 
investments. 


Major F. E. Marsh, Civil War 

Veteran and Insurance Man, 

Dies 

Maj. Fletcher E. Marsh, 86-year-old 
veteran of the Civil War and formerly 
a well-known general agent in Ohio and 
Kentucky for the Provident Savings 
Life Assurance Society of New York, 
was burned to death on Feb. 2, when 
his home at Goshen, Ind., was razed by 
an early morning fire. He served as a 
captain in the war between the States 
in the ranks of the Union army and 
was made major at the age of 21 in 
1865, being, it is said, the youngest 
major in the United States army at 
that time. Major Marsh was an in- 
timate friend of William T. Nash, the 
well-known insurance writer. 





Philadelphia Life’s Report Shows 
Gains 


The twenty-fourth annual report of 
the Philadelphia Life Insurance Co. 
shows that the past year was a most 
successful one for the company. The 
paid for insurance in force at the close 
of the year amounted to $83,146,174. 
Ten years ago the insurance in force 
was $48,625,799. During 1929 the in- 
surance paid for amounted to $13,035,- 
241, an increase over 1928 of more than 
two and three quarters million dollars. 
The admitted assets were $13,231,599, 
the increase in assets being $710,581. 
The company’s reserve to policyholders 
is $11,362,828. Dividends to the credit 
of policyholders amounted to $385,308. 
Dividends paid to policyholders in 1929 
amounted to $317,846. The death, dis- 
ability and annuity payments made 
during the past year were $981,652, and 
matured endowments paid amounted to 
$104,588. The total amount paid policy- 
holders and held for their benefit by 
the Philadelphia Life amounts to $30,- 
135,079. The company’s balance sheet 
shows $2,049,494 invested in municipal 
and general bonds and stocks; $6,492,- 





Frank L. Rowland Alva J. 


Lincoln National Life 
Official Changes 





Promotions Announced Together 
with Encouraging Report of 
Business for 1929 


At the recent annual meeting of the 
stockholders of The Lincoln National 
Life Insurance Company, Fort Wayne, 
Ind., President Arthur F. Hall gave 
a report of the activities during the past 
year showing that 1929 was the most 
successful year in the history of the 
company. New business _paid-for 
amounted to $219,000,000—a 40 per 
cent increase over the previous year. 
Business in force at the end of the 
year amounted to $812,459,912. The 
admitted assets at the end of 1929 
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D. E. BALL 


600 in mortgages on real estate, first Elected president of The Columbus Mutual 
liens, and $523,416 deposited in banks Life of Columbus, Ohio, to succeed C. W. 


and trust companies at interest, and Brandon, who was 


cash on hand at the home office. 
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elected president 
emeritus. 


Franklin B. Mead 


McAndless 


amounted to approximately $68,000,000 
—an increase of $7,000,000 over the 
previous year. 

The regular dividend of $2 per share 
was authorized, and, in addition, an 
extra dividend amounting to 50 cents 
a share was declared. This extra divi- 
dend is to be paid 20 cents at the end 
of the first quarter and 10 cents per 
share at the end of each of the three 
remaining quarters. 

The following new directors were 
elected to fill vacancies occasioned by 
resignation: George E. Devendorf, R. 
J. Stoner and Harry Shay. All the 
rest of the directors were reelected. 

Franklin B. Mead, who had formerly 
held the position of vice-president, was 
elected to the newly created office of 
executive vice-president. Mr. Mead has 
been associated with The Lincoln Na- 
tional Life Insurance Company since 
1911—prior to which time he was secre- 
tary and actuary of the Michigan State 
Life Insurance Company. 

Alva J. McAndless, formerly secre- 
tary, was elected vice-president and a 
member of the executive committee. He 
was also reelected a member of the 
board of directors. Mr. McAndless 
entered the employ of The Lincoln 
National Life in 1919; having previ- 
ously been connected with the Detroit 
Life. 

Frank L. Rowland, formerly in 
charge of the office administration de- 
partment, was elected to the office of 
secretary and reelected a member of 
the board. Mr. Rowland entered the 
employ of the company in 1923. 

Miss Elizabeth O’Rourke, personnel 
director, was appointed assistant secre- 
tary. George M. Bryce was appointed 
assistant secretary. Lee Wilks was 
appointed assistant secretary, and A. 
L. Dern, manager of agencies, was 
elected a member of the executive com- 
mittee. All other officers of the com- 
pany were reelected. 
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Personal Cooperation 
of Trained Representatives 


} its well organized Branch 
Office and General Agency Service, avail- 
able in practically all of the principal cities 
throughout the country, the MIssouRI STATE 
LIFE extends to field men the personal coop- 
eration of trained representatives in each of 
its multiple lines .. . Life, Accident, Health, 
Group and Salary Savings. 

























The progressive pioneering spirit of the 
MISSOURI STATE LIFE makes it a most 
desirable Company for the live, forward- 
looking Agent to represent; and its new lib- 
eral policy forms offer attractive selling plans. 











CIOT © 


More than $1,224,000,000.00 


of insurance in force 








CAOT © 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
HOME OFFICE, ST. LOUIS, MO. 
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Phoenix Mutual Life 


Promotions 


Albert H. Yost, Howard Good- 
win and M. Clark Terrill 
Made Vice-Presidents 


Following the annual organization 
meeting of the board of directors of the 
Phoenix Mutual Life Insurance Com- 
pany at Hartford on Jan. 30 it was an- 
nounced that several promotions had 
been made in the official staff of the 
company. Albert H. Yost, Howard 
Goodwin, M. Clark Terrill, all of whom 
have served the company for more than 
twenty years, were promoted from the 
position of secretary to second vice- 
president. D. Gordon Hunter was ad- 
vanced from agency manager to agency 
vice-president; Charles E. Johnston 
from assistant secretary to secretary; 
John R. Larus, the company’s actuary, 
became an assistant secretary also; 
George W. Cheney was made assistant 
secretary; Edward H. Little, financial 
secretary; and Dr. Llewellyn Hall, as- 
sistant medical director. 

These promotions recognize the 
growth which is taking place in the 
company’s business, particularly during 
the past ten years. During this period 
the income, assets and insurance in 
force have more than doubled. The 
Phoenix Mutual has just completed an 
unusually successful year with marked 
gains in practically every phase of its 
business, notably an increase of nearly 
a million dollars in its surplus funds. 


Peoples Life Holds Annual 
Meeting 


The annual meeting of the stockhold- 
ers of the Peoples Life Insurance Com- 
pany was held at the home office in 
Frankfort, Ind., with an unusually 
large number of stockholders present. 
The same board of directors was re- 
elected, consisting of Andrew A. Laird, 
Eugene O. Burget, Thomas M. Ryan, 
Walter L. Brown, Milton T. McCarty, 
A. C. Louette and Edward D. Hodge. 

In turn the board of directors elected 
the following officers: E. O. Burget, 
president; W. L. Brown, vice-president 
and treasurer; A. C. Louette, vice- 
president and agency manager; M. T. 
McCarty, managing director; A. A. 
Laird, chairman of the board; Thomas 
M. Ryan, general counsel; Joseph C. 
Lockwood, superintendent of agents, 
and R. B. Kuhns, agency supervisor. 

A report showed the company now 
has more than $50,000,000 insurance in 
force and is progressively increasing its 
business each year. The cash premium 
income during the year was $1,330,- 
566.16. 
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114 Millions Invested by 
Equitable Life of U. S. A. 
in 1929 


HE new investments of The 

Equitable Life Assurance So- 
ciety of the United States in se- 
curities and mortgages during 
1929 totaled $114,950,000, accord- 
ing to a statement issued by 
President Thomas I. Parkinson 
yesterday. 

Railroad bonds, public utility 
bonds, preferred stocks and other 
securities purchased during the 
year aggregated $32,680,000. 

The real estate mortgage loans, 
all first liens, made during the 
year totaled $82,170,000. These 
were scattered in 425 cities or 
towns and 43 States. The loans 
on residential properties totaled 
$60,262,000; business properties, 
$5,492,000, and on farms, $16,- 
416,000. 

In addition a little over $63,- 
000,000 was loaned to policy- 
holders during the year on the 
sole security of their policies. The 
Equitable’s total invested assets 
as of Dec. 31 were $1,314,300,000. 

In addition to the $114,950,000 
invested throughout the United 
States in 1929 the company dis- 
bursed $152,470,000 to its policy- 
holders and beneficiaries in death 
claims, matured endowments, an- 
nuities and other payments, mak- 
ing a total return of $2,392,000,- 
000 during the 70 years recently 
completed. 











The Mutual Benefit Life 
Appointment 


At the Annual Meeting of the Board 
of Directors of The Mutual Benefit 
Life Insurance Company, James H. 
Trimble of the mathematical depart- 
ment was appointed assistant mathe- 
matician. 

Before becoming permanently asso- 
ciated with the Mutual Benefit in 1925, 
Mr. Trimble had been, since his gradu- 
ation from college, a teacher of Mathe- 
matics in high school and college. He 
has since continued his teaching activi- 
ties by conducting classes in the Colum- 
bia extension courses. 


1] 


Frank R. Phillips Elected 
Reliance Life Director 


Succeeds the Late Herbert DuPuy 
—All Other Directors Were 
Reelected 


Frank R. Phillips was elected a di- 
rector of the Reliance Life Insurance 
Company of Pittsburgh Jan. 27 at the 
annual meeting of stockholders. He 
succeeds the late Herbert DuPuy. 
Other directors were reelected. 

Mr. Phillips was born in Cleveland, 
Oct. 29, 1876. After completing his 
education in Cleveland in 1894, Mr. 
Phillips became master mechanic of the 
Cleveland City Railway Company, 
owned by the late Senator M. A. Hanna. 
Following this, he served as mechanical 
and electrical engineer for several pub- 
lic utility companies in Kentucky and 
Ohio. He came to Pittsburgh in 1909 
to assist in municipal development. 

Mr. Phillips is senior vice-president 
and director of the Philadelphia Com- 
pany and Subsidiaries Companies, di- 
rector of the Farmers Deposit National 
Bank, and a member of the executive 
committee of various electrical and rail- 
way engineering associations. 











Income 
Guaranty Company 


Assets over $250,000.00 
Claims Paid over $1,455,000.00 


Personal income coverage Exclusively 


Line includes “Progressive Dividend,” 
the most attractive yet, and snappiest 
non-cancellable policies on the market. 


A few splendid opportunities 
await District Managers in 
Michigan, Indiana, Illinois, Mis- 
souri, Pennsylvania and Cali- 
fornia territory. 


John G. Malmberg 
President 
Income Building South Bend, Ind. 























unlimited production. 


rights. 








Scranton -Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 











Life Insurance 





Kansas City Life Insurance Company 


Kansas City, Missouri 


Home Office - 3520 Broadway 





CONDENSED STATEMENT DECEMBER 31, 1929 


RESOURCES 


First Mortgage Real Estate Loans...............00cceceecee + 294,544, 198.58 
Real Estate Owned (Including Home Office) 3,568,268.19 
Loans to Policyholders 12,921,098.63 
Bonds 6,039,529.97 
Cash and Certificates of Deposit 414,386.67 
Loans Secured by Collateral 42,500.00 
Agents’ Balances and Miscellaneous 428,293.10 
Accrued Interest on Investments 1,152,178.22 
Net Premiums in Course of Collection and Deferred 1,844.742.61 
Reinsurance Claims Due from Other Companies..............-- 65,000.00 


TOTAL, RESOURCES. ccciic osc cts bn ece ute esas ace ons sole 
Rees Se i FIR ok hdd o's a Se ek wea ee es eanees 669 022.76 





ADMITTED ASSETS. 665 0scevsnnssacsnwwenwcaes sss ssc 


LIABILITIES 


EEE POT TOE EL OT TO eT ery 
Policy Claims 365,072.00 
Present Value of Annuities and Installments 938,959.07 
Interest, Rents and Premiums Paid in Advance 317,020.44 
Unpaid Current Bills 136,058.60 
Set Aside for 1930 Taxes 280,000.00 
Paid-Up Capital $1,000,000.00 
Assigned Surplus to Policyholders................. 1,659,688.32 
Cee PRE TS cn 5 6 5 ok sd od ridden toxins 400,000.00 
Unassigned Surplus 4,560,950.73 


7 620,639.05 





TAL kee beac deve ne otek vob tias ekki eee 


Authorized and operating in 39 states and the District of Columbia. 


Largest volume of new business ever issued by the Company during any calendar year in its history. 


$106,190,464.00 





TOTAL INSURANCE IN FORCE 


432,633,508.00 


J.B. REYNOLDS, President C. N. SEARS, Secretary 
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New Rochester Manager 


Thomas Wood, after over forty years 
of continuous service with the Metro- 
politan Life Ins. Co., has retired as 
manager of Rochester District of the 
company and has been succeeded by 
Samuel Godfrey, who comes from a 
Metropolitan District at Amsterdam, 
Ns 


Agency Announcement 


The National Life Insurance Com- 
pany, Montpelier, Vt., announces the 
promotion of Marc A. Law to the posi- 
tion of general agent for Chicago to 
succeed S. C. Woodard, resigned. Cor- 
respondence and remittances should be 
addressed to 1731-39 Continental Illi- 
nois Bank Building, Chicago, Ill. On 
March 15 the agency will remove to the 
2ist floor of the One La Salle Street 
Building. 


Excelsior Life Appointment 


The board of directors of the Ex- 
celsior Life Insurance Company, Tor- 
onto, Canada, announces the appoint- 
ment of Major A. C. Galbraith as gen- 
eral manager of the company, the ap- 
pointment to be effective from Feb. 1 
next. 


Hartwig Moss Agency School 


The Hartwig Moss Insurance Agency, 
of the Detroit Life Insurance Company, 
in New Orleans, has recently inaugu- 
rated a life insurance educational pro- 
gram for its local agency force. 

A series of ten weekly lectures has 
been prepared and men at the head of 
the profession will lecture upon dif- 
ferent phases of the life insurance field. 
A full attendance of more than thirty 
was present at the first lecture. 


Northwestern Mutual Life 
General Agents Convene 


The three Indiana general agencies 
of The Northwestern Mutual Life In- 
surance Company, composed of The E. 
F. Johnston Agency at South Bend, 
The E. A. Crane Agency at Indianap- 
olis, and The B. A. Million Agency at 
Evansville, held an all day sales meet- 
ing, followed by a banquet at the Lin- 
coln Hotel at Indianapolis on Monday, 
Jan. 20. 

John J. Hughes, assistant superin- 
tendent of agencies, and Ralph E. Per- 
ry, assistant secretary, represented the 
home office and announced a new record 
of paid for business of $12,112,500 for 
the State of Indiana in the year 1929. 
The E. A. Crane general agency led all 
Northwestern General Agencies of the 
entire country in percentage of increase 
over the preceding year. 
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Life News in 
Brief 











Stonewall Life Making 
Good Progress 


The Stonewall Life Insurance of 
Vicksburg, Miss., recently acquired the 
stockholdings of the Delta National 
Life Insurance Company, of Clarks- 
dale, Miss., and the deal has been ap- 
proved by Ben S. Lowry, Insurance 
Commissioner for the State of Mis- 
sissippi. 

Since organizing last May, the Stone- 
wall Life has made remarkable prog- 
ress, having written more than $1,500,- 
000 business. John §S. Hennessey is 
president of this company while C. R. 
Styron is general manager in charge of 
organization and agency management. 


Theodore Riehle to Address 
Philadelphia Association 


PHILADELPHIA, Feb. 3.—The next 
luncheon-meeting of the Philadelphia 
Association of Life Underwriters will 
be held on Feb. 13 at the Hotel Adel- 
phia, with Theodore M. Riehle, of the 
Equitable Life of New York, the prin- 
cipal speaker. 

Mr. Riehle, whose subject will be 
“Business Life Insurance,” is one of the 
outstanding producers of business in- 
surance in the country, last year writ- 
in a single case of $1,500,000 business 
insurance on the life of an executive in 
the wool textile field. 


Directors Elected 


Five directors have been re-elected 
by the Lamar Life Insurance Company 
(Jackson, Miss.) stockholders. They 
are: H. S. Weston, P. K. Lutken, Maj. 
W. Calvin Wells, Ran Schlater and Ed- 
ward Yerger. Weston is president. 
Wells is general counsel. Lutken is 
second vice-president. Schlater is a 
general agent of the company. Yerger 
is a member of the loan committee. No 
change was made in the directorate at 
the annual meeting. 


Robert M. Work Dies 


The death of Robert M. Work, secre- 
tary and general attorney of the Illinois 
Bankers Life Assurance Company oc- 
cured in Des Moines, Iowa, on Jan. 27 
as a result of peritonitis following an 
cperation for an intestinal cancer. He 
was buried in Monmouth, IIl., home 
office of the company on Jan. 29. 


Special Life Course 


Seventeen prominent life insurance 
men will cooperate in the teaching of 
a special course on life insurance which: 
will be offered in the second semester 
of the St. Louis Young Men’s Chris- 
tian Association schools. ‘Practical 
Sales Methods of Life Insurance Un- 
derwriting” will be the theme of the 
course which opens this week. 


Missouri State Life Promotion 


Ernest L. Roberts, formerly agency 
supervisor for the Missouri State Life 
Insurance Company, has been promoted 
to assistant to the vice-president, and 
in his new work will be associated with 
Vice-President John J. Moriarty. 


Woman Producer Qualifies 


Mrs. Frances Burkhardt of St. Louis; 
Mo., president of the Central States 
Life 1927 Club, has renewed her club 
membership, and although she was just 
a trifle late in flashing across the finish- 
ing line, she ended with a big rush that 
is bound to make her a big competitor 
for the highest office in the club once 
more. 


Substantial Progress of Manufac- 
turers Life, Canada 


The Manufacturers Life Insurance 
Company, Toronto, Canada, in its an- 
nual report for 1929 shows a year of 
unprecedented progress. New insur- 
ance issued established a record and 
amounted to $93,396,730. The gain in 
insurance in force surpassed all previ- 
ous figures, bringing the amount in 
force to $504,481,203. The company’s: 
assets were increased by $12,000,000, 
and amounted to $99,435,576. Of this 
amount, over $38,000,000 is invested in: 
government, government guaranteed, 
municipal and public utility bonds. 
First mortgages on improved real es- 
tate amounted to $35,164,281. The pre- 
ferred and common stocks owned by the 
company aggregate $788,020. The net 
rate of interest earned was over 6% 
per cent. Payments to policyholders 
amounted to $10,307,094, establishing a 
record. Beneficiaries under death 
claims received $3,586,587. Payments 
to living policyholders for matured 
policies, annuities, etc., were $4,207,163. 
Dividends to policyholders amounted to 
$2,513,344. The company also set aside 
$2,958,864 for dividends to policyhold- 
ers in 1930. The mortality for the year 
also was favorable. The surplus earn- 
ings for 1929 were the largest in the 
history of the company. A feature of 
the year was the announcement last 
August by the company of a substan- 
tial reduction in all premium rates. 
The total income for the year was $28,- 
064,221, both the premium income and 
the interest showing substantial in- 
creases commensurate with the growth 
of insurance in force and assets. This 
is the forty-third annual report of the: 
company. 
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ASSETS 


Investments in Municipal and Gen- 

eral Bonds and Stocks.........$2,049,494.63 
Mortgages on Real Fstate, First 

BS hasnt awenws vanes du seee 5 6,492,600.00 
Deposited in Banks and Trust Com- 

panies at Interest, and Cash on 


Hand at Home Office.......... 523,416.24 
Loans to Policyholders.......... 2,843,080.52 
Premium Notes on _ Policies in 

NY Goakara te Dito Sancta Daeg ay 114,597.59 


Net Due and Deferred Premiums 

and Miscellaneous Assets....... 147,704.69 
foterest Accrmed <......ccccccscs 212,358.00 
RN re ok os alee an was 848,347.54 


$13,231,599.21 








CLIFTON MALONEY, President 





Philadelphia Life Insurance Company 


TWENTY-FOURTH ANNUAL REPORT TO THE INSURANCE DEPARTMENT OF THE 
STATE OF PENNSYLVANIA 


Balance Sheet 
December 31, 1929 





LIABILITIES 


Policyholders’ Reserves Required 
by Law, Set Aside to Meet 
Insurance Obligations, Including 
Annuity, Total Disability and 
Double Indemnity Reserves. . . .$11,362,828.20 


Claims in Process of Adjustment 120,837.20 
Dividends to the Credit of Policy- 
eS Or re ee 385,308.00 


Premiums and Interest Paid in 


WAPRTIES css cis ra ane Ree IN a he 78,778.16 





i a a ee 49 359.00 
Miscellaneous Liabilities......... 20,366.00 
CM NE. xs 34 eos Samar iwe es 700,000.00 
ee Cer er 514,122.65 

$13,231,599.21 


FRANK G. COMBES, Secretary and Treasurer 





































AMERICAN 
CENTRAL 
LIFE 


Insurance Company 


INDIANAPOLIS 





Old Line Legal Reserve 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 




















PRODUCTION— 


of Paid Business by this 
Company showed a gain of 
Thirty Percent in 1929. If 
there is a more eloquent 
story of performance by 
the Company in an Expand- 
ing Mood, you write it, 
Fieldman! Or better still, 
write for information about 
the opportunities to join in 
the greater performance of 
1930. 

















CALIFORNIA STATE LIFE 

INSURANCE COMPANY 
J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 
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Metropolitan Life Record 
for Year 1929 


Insurance Written in 1929 
Totaled $3,374,600,626— 
Nearly 18 Billions 
Now in Force 


With total assets of $3,010,560,051 
and more than one-sixth of all the life 
insurance outstanding in the 300 Amer- 
ican companies, the Metropolitan Life 
Insurance Company at the end of last 
year had surpassed all previous life in- 
surance records, Frederick Ecker, 
president of the company, announced 
today in making public the Metropoli- 
tan annual statement for 1929. 


Summary of Production 


“The insurance written by the Metro- 
politan last year totalled $3,374,600,626, 
which was more than 17 per cent of 
the total written by all companies,” Mr. 
Ecker said, “while the total in force 
at the end of the year was $17,933,- 
600,452, or 17.3 per cent of the amount 
in force in all American companies. 

“The company wrote during the year 
$1,416,638,094 of industrial insurance; 
$1,571,637,600 of ordinary and $386,- 
324,932 of group. The insurance in 
force with the company at the end of 
1929 was: Industrial, $6,729,181,723, 
or 37 per cent of the total industrial; 
ordinary, $8,649,002,429, or 11% per 
cent of the total ordinary, and group, 
$2,555,416,300 or 27 per cent of the 
total group. 


Kansas City Life Holds Agency 


Convention 


The Kansas City Life celebrated the 
silver anniversary of the incumbency 
of J. B. Reynolds as president by hold- 
ing a three-day agency convention in 
Hollywood, Fla., at the Hollywood 
Hotel, Jan. 22-24. Over 325 repre- 
sentatives of the home office and agency 
force were present. The home office 
was represented by Mr. Reynolds, 
C. N. Sears, secretary; Wood Arnold, 
Ed. S. Villmore, D. T. Torrens, J. F. 
Barr and C. P. Carroll, vice-presidents. 
In order to qualify for attendance, each 
agent was required to pay $150,000 of 
new business during 1929. After the 
convention, Mr. Reynolds went to Cuba 
for a brief visit. 


Appointed General Agent 
ATLANTA, GA., Feb. 3.— The Man- 
hattan Life Insurance Company, of 
New York, announced last week the 
appointment of Herbert Phillips as 
general agent for the State of Georgia 
and of the removal of their offices to 

the Candler Building, in Atlanta. 
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Willard Ewing, General Agent at Kansas 
City 
Provident Mutual Life Makes 
Three Agency Appointments 

PHILADELPHIA, Jan. 14.—The Provi- 
dent Mutual Life today announced 
three general agency appointments. 
They are of James R. Campbell at 
Memphis, Tenn.; Clifford E. Carpenter, 
at Olean, N. Y., and Willard Ewing, at 
Kansas City. 

The appointment of Mr. Campbell 
is as of January 1, that of Mr. Car- 
penter as of January &, while that of 
Mr. Ewing becomes effective on Feb- 
ruary 1. Mr. Ewing entered the ser- 





vice of the Provident in June, 1913. In 
1917, when the United States entered 
the war, he enlisted in the infantry. On 
his discharge from the army, he joined 
the Philadelphia agency in 1919. 





Phoenix Mutual Life 
Summarizes 1929 


HARTFORD, CONN., Jan. 18.—Prelimi- 
nary data obtained in the compilation 
of the annual statement of the Phoenix 
Mutual Life Insurance Company of 
Hartford, Conn., reveals that, in 1929, 
the company completed one of its most 
successful years with substantial prog- 
ress in all important phases of its busi- 
ness. New life insurance written and 
paid for during the year exceeds $80,- 
000,000 and reaches the highest total 
in the company’s history of nearly 
eighty years of public service. 

It is estimated that the insurance in 
force now amounts to $585,000,000 and 
that the increase for the year is over 
$2,000,000 greater than the increase 
during 1928. The increase in assets will 
amount to over $13,000,000, bringing 
the total assets of the company to over 
$139,000,000. 

In commenting on the preliminary 
reports, President A. A. Welch de- 
clared that without question the past 
year’s developments brought the com- 
pany into the strongest yet attained. 


15 


Connecticut Mutual Life 
Raises Limits 


Will Now Accept Up to $350,000 
Ages 25-50 — Non-Medical 
Limits Also Inereased 


Important changes in underwriting 
practices of The Connecticut Mutual 
Life Insurance Company are an- 
nounced. Non-medical limits are in- 
creased from $2,000 to $3,000 for male 
lives. The $2,000 limit will continue 
in case of female lives. These limits 
represent the maximum amount that 
the company will issue on a life within 
any twelve months’ period. The total 
limit of non-medical insurance that the 
company will issue on a life over a 
series of years is $10,000 unless mean- 
while it receives a satisfactory medical 
examination and approves the appli- 
cant for standard insurance, in which 
case any non-medical insurance pre- 
viously granted may be disregarded. 

Furthermore, any life, male or fe- 
male, granted standard insurance by 
the company on the basis of a satis- 
factory medical examination within one 
year previous may be considered for 
additional new insurance up to $5,000 
on the non-medical basis, provided the 
case complies with the other rules, ex- 
cept as to amount, governing non-med- 
ical insurance. 

The following table of limits is now 
effective for male lives. The maximum 
that will be issued on a female life is 
one-half the limit for a male of the 
same age. 





Nearest Life 
Age (Not and 


Nearest Life 
Age (Not and 


Rated Endow- Rated Endow- 
Age) ment Age) ment 
*10-14 . $20,000 53 $315,000 
15 30,000 54 300,000 
7 a aae 55 280,000 
9» 56 255,000 
18 90,000 57 225,000 
19 120,000 58 195,000 
20 150,000 59 165,000 
je ° oe 
23 270,000 pS er pe 
24 310,000 63 75,000 
25-50 350,000 64 60,000 
51 340,000 65 45,000 
52 330,000 





*The minimum age at entry is actual 
attained age 10. 


New England Mutual Makes 
Changes in Official Personnel 

The board of directors of the New 
England Mutual Life Insurance Com- 
pany at a meeting held Jan. 27, made 
the following changes in the official 
personnel: Frank T. Partridge, secre- 
tary, was elected vice-president and 
secretary; Charles F. Collins, agency 
supervisor, was appointed assistant su- 
perintendent of agencies; John L. 
Stearns, of the actuarial department, 
and a fellow of the Actuarial Society 
of America, was appointed assistant 
actuary. 
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WEST COAST LIFE INSURANCE COMPANY 


San Francisco, California 
FINANCIAL STATEMENT, DECEMBER 31, 1929 


ADMITTED ASSETS LIABILITIES 
First Mortgage Loans (secured by prop- Reserve on All Outstanding Policies... .$16,111,505.65 
erty appraised at $15,901,884) $6,663,405.94 Reserve for Losses Incurred 127,969.79 
Bond and Stocks Owned 5,118,452.12 Interest and Premiums Paid in Advance 93,672.75 
Policy Loans and Premium Notes (within Reserve for Taxes Payable During 1930 80,466.26 
reserve) 4,287,666.75 General Contingency Reserve 200,000.00 
Home Office Building and Other Real Sundry Liabilities 68,099.46 
Estate 1,405,525.17 Capital Stock 
Collateral Loans 2,256.17 Assigned Surplus (Deferred 
Net Premiums Outstanding and Deferred and Annual Dividend 
(secured by legal reserve) 804,413.96 Funds) 712,750.44 
Interest and Rents Due and Accrued 129,637.21 Unassigned Surplus 1,050,862.62 


Cash in Banks and in Office 475,623.99 
Other Assets 58,345.66 SURPLUS TO POLICYHOLDERS... 2,263,613.06 


TOTAL ADMITTED ASSETS $18,945,326.97 ? $18,945,326.97 
GROWTH IN FIVE YEARS 


January 1, 1925 January 1, 1930 
Business in Force $77,058,168.00 $124,348,950.00 
Premium Income 2,773,624.73 4,343,213.57 
Admitted Assets 10,649,568.31 18,945,326.97 
Unassigned Surplus 608,336.41 1,050,862.62 
Surplus to Policyholders 1,512,113.85 2,263,613.06 


WEST COAST SERVICE, IN ADDITION TO THE REGULAR BUSINESS, EMBRACES JUVENILE POLICIES, 
GROUP LIFE AND DISABILITY, WHOLESALE INSURING, SELECTIVE RISK PLAN, SUBSTANDARD 
BUSINESS AND COMBINATION WEEKLY ACCIDENT AND HEALTH AND DISMEMBERMENT 
NEW BUSINESS 10% INCREASE OVER 1928 


OPERATES IN SIXTEEN STATES 




















GLOBE LIFE INSURANCE | | In Step With the 
COMPANY OF ILLINOIS New Decade 


Large enough to merit its national 
431 S. Dearborn St. Chicago prestige and to effect national economies 
of operation. 
POSE BARRY DIETZ WM. J. ALEXANDER Small enough so that the individual 
agent and the individual case are never 
lost sight of. 

Old enough to be rich in its deposi- 
Successor to tories of experience and to be guided by 
the past. 

Young enough to be fully abreast of 


GLOBE MUTUAL LIFE the times in providing ultra-modern in- 


surance protection. 


INSURANCE CO. Life and Accident Insurance United in 
ONE Policy Furnishing Complete 
Coverage. 


President Secretary 


Incorporated 1895 
United Life and Accident Insurance 
Company 
United Life Building, Concord, New Hampshire 


Address Inquiries to: Eugene E. Reed, Vice-President 


T. F. BARRY, FOUNDER 
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The following figures from the statements of Life Insurance Companies covering the year 1929, have been compiled from returns 


made direct to THE SPECTATOR 



























































Surplus to 
Total Policy Total | Insurance WRITTEN IN 1929—Paip-ror Basis Pap INsuURANCE IN Force Dec. 31, 1929 
Company and Location Admitted holders Total Disburse- 
ts  {(Including | Income ments 
Jan. 1, 1930} Cap. Stk.) 1929 1929 Ordinary | Industrial | Group Total Ordinary Industrial Group Total 
; P $ $ 3 3 $ 3 3 3 
Abraham Lincoln, Springfield, Ill.} 3,261,950} 353,185ja 1,486,813/a 1,195.300} 7,116,331 7,127,631] 26,499,452 26,516,952 
Amer. Cent’l, Indianapolis, Ind. ..| 16,782,413]c 2,318,920] 4,833,529 0 Pare 232,361, 081 
American, Detroit, Mich.. 15,488,133] 934,427) 3,567,223 15,516,562} 98,270,481 98,270,481 
Atlas L. & A., Campbellsv’e, ky.. 169, 982 bd 62,826 ieee atk 836, 687 
Bankers, Lincoln .| 37,032, 174/11,012,749] 5,887,588] 3,186,322) 14,273,647 14, 273,647 139,860,900 139,860,900 
Boston Mutual, er neng "Mass. . 10,354, 081 569,612} 3,495,001) 2,919,128) 5,577,064 31,002,$80)- 20,507,214 65, 103, 236 
Builders Co., Chicago, || ee 144,710} 127,966 59,679 73,675} 1,894,569 2,009,569 1,737, 069 1,839, 649 
Central Life Assur. Soc. (Mut.) 

Den Manes Tignes ccc ccccs 32,645,429) 2,400,022) 8,115,889] 5,157, 980)/25, 137,413]...........]......... yy ee a | ee Seer 190,825,930 
Continental, St. Louis, Mo.. 15, 607, 243) 1, 147,825] 4,881,875) 3,658,090) 21,498,436)........... 2,305,880] 23,804,316} 101,341,468)........... 3,979,371] 105,320,839 
Federal, Chicago, | 12,637,735] 743,842) 7,132,109] 6,220,238) 44,863,397)........... 45,000} 44,908,397) 148,892,252 30,934] 1,081,900} 150,005,086 
Franklin, Springfield, Ill......... 28,948,102] 1,448,120) 7,848,199) 5,717,748) 35,196, 232)........... 1,575,929] 36,772,161] 218,855,961]........... 4,534,775] 223,390,736 
Great Amer., Hutchinson, Kans. . "364, 265 ,631] 419,586 gs 8 ee eee 1,557,875 MOR eee errr 8,884, 143 
Great National, Dallas, Texas... 326,302} 268,730} 376,365} 216,493) 4,677,731]........... 445,500} 5,123,231 if S| 371, 275 6, 130,590 
Great Southern, Houston, Tex.... 29,951,525) 4,043,174] 9,503,742) 5,343,945] 44,628,855]........... 2,125,550) 46,754,405) 209,136,294]........... 15,077,100} 224,213,394 
Great Western, Des Moines, Ia...| 1,502,302! '375,000|a i,318,777|a 1,090,363] 5,746,850|...........|..--.+--. 5,746,850] 14,841,380]...........]--.-eceee. 14,841,380 
Guar. Income, Baton aaae, La.. 435,210) 216,106 203, 516 pe ee NN ere cooreeree 1,041,202 4,994, 202 4,994, 202 
Hawkeye, Des Moines, Ia........| 1,429,262] 191,477 S63,207| 105,848) 1,005,008)... 2. ccchesscccces 1,095, 042 7,949,897 7,949,897 
Home, New York City.......... 71,979,347 Mutual 16, 008, S811). S66. GEGL «5.0. cbecsececcccsleorcecses Ce 8 eee eee 382, 459,565 
Imperial, Asheville, N. C.. 1,027, 964 239, 008 949 , 838 781,369} 1,071,285) 8,517,882)......... 9,589, 167 3, 257, 853 15, 037,309 
Jefferson Std., Greensboro, N. C.. 48,746, 120 3, 006, 390/14, 034, 959] 10, 202, 879) §$68,484,164)........... b 18, 200|$§68,502,364) 365,558,458 365, 736, 258 
Kansas, Kansas City, Mo.. 59,351,163] 5,560, 951)14, 867,376] 9,467, 276)106, 190,464)...........).......-. 106,190,464} 432,633,508 432,633,508 
Lincoln Liberty, Lincoln, Neb....| 2,419,127] 275,003 942,659 473,742 HAMNER GUE « car eercucadbane Gacss 5,852,073} 20,503,519 20,503,519 
Mammoth L. & A. Ins. Co. 

pre eee 502,431 377,972 392, 888 S| Bae pa ree pO , EE OCT 6,478,820 
Manhattan, New York City......| 20,460,297) 1,113,329] 3,802,198) 3,331,314) 19,052,481]...........]......... 19, 052,481 95, 165,732 4 95,165,732 
Mass. Mutual, Springfield, Mass. .|361, 200, 135/20, 103 , 301/92, 826, 988/60, 646, 080/301, 861, 255|...........].......-. 301, 861, 255|1,970, 208, 405 .|1, 970, 208, 405 
Michigan, Detroit, Mich.. 1,694,522) 1,584,744) 3,190,579 Ce BOSS Se ee 10, 166, 780 10,340,550 10,340,550 
{Midland Nat'l, Watertown,S.D..| 5,360,000] '866,000| 1,020,000] 625,000} 5,100,000|...........].......-. 5,100,000} 28,720,000 29,020,000 
Mass. Protective Li Life Assn., 

Worcester, Mass.............. 2,197,854; 697,854) 769,193} 288,066) 8,340,000]...........]......... 8,340,000} 25,044,712 25,346, 112 
Midland Mutual, ( Columbus, Ohio} 18,233,808} 1,013,564) 4,810,895) 3,196,647] 16,467,746]...........J......... 16,467,746] 107,679,844 107, 679, 844 
Midwest, Lincoln, ae 4,556,895 464,070 839 , 543 8) Pf eee eee 3,311,953 25, 006, 144 25, 006, 144 
Minn. Mutual, St. Paul, Minn. . 22,529,713) 1,661,115} 7,045,064) 4,415,168) 41,706,645)........... 3,718,660) 45,425,305) 175,559,032 183,312, 161 
Mutual Trust, Chicago, Ill.. 25, 804, 457 1,556, 667 7,134, 447| 4,242,403} 35,801, 900)...........J.eeeeeee 35,891,900} 165,681,678]........... 388,300} 166,069,978 
Nat’ | Fidelity, Kansas City, Mo... re 4) 032,492 304,307) 1,344,316) 923,840) 9,296,640]...........]......... 9; 296, 640 pt | Ee Sarena 36, 142, 452 
National, Montpelier, Vt.........|180,552, 290} 7,482, 572/27, 203, 303/19, 647,198] 74,566, 223]...........)....00005 are ge a | ed Pe eae 597,193, 119 
New World, Spokane, Wash......| 9,457,630} 1,911,258) 2,361,554) 1,596,715) 11,222,082]...........]......... 11, 222,082 PONE + 6 <cccdacctvsaxassess 49,796,931 
Northland, Duluth, Minn.. va 19,242 14,365 10,327 1 teen | US ae pe 328,200 
Occidental, Los Angeles, ST Se APRA e| Si aces| SeeePnGis | SINOanN| Viera Ote Hemera il SIQe ines Le” Ry RAE EOE A eS t 150, 652,756 
Ohio State, Columbus, Ohio. . 192375597) F168. S20) 3. G98 G10) 1,906 BIB... 0. «lo cusoocewocheccdatiaxe (2 4 ES ee eer rrr CF moerrn. 80, 021,928 
Pan-American, New Orleans, La..| 25,094,403] 2,216, 670| 7,038,770] 4,505,823| 32,051,41i|........... 268,500} 32,319,911] 178,693,273]........... 3,313,600) 182,006,873 
Phoenix Mutual, Hartford, Conn. . |138, 747, 186| 8,144, 290/32, 981, 470|20, 739,371| 80,740, 116|...........].......+. 80,740,116} 584,054,483)...........]-.-.-.-... 584, 054, 483 
Pioneer, Greenville, S. C.. oe 394,771 147,996} 315,796) 296,193) 10,569,000]........... 3,426,710} 13,995,710) 17,524,264)........... 5,193,820} 22,718,084 
Pioneer National, Topeka, Kan. .. 200,098) 180,547; 103,928 SOG B17 Oe sa. ccccnacoscescce 2,179,500 pi AE 2,543,500 
= holders Natl., Sioux Falls, 

Ris ctemmn sie meeranaenr cs 406, 508 74,578} 252,115) 153,995] 2,126,500)...........]......-..| 2,126,500 DP Macs cicccd awasteceees 7, 157,423 
Proven Bismarck, N.D....... 3,105,452] 577,144] 804,949] 451,047| 3,952/275|...........]......... 3,952,275] 20, 125, 657|--..... +. a [eee eeeeees 20, 125, 657 
Pres. Ministers Fund, Phila., Pa...| 19,092,978) 1,240,286] 3,639,773| 2,675,482| 5,432/297|...........|......... 5,432,227] 57, 080,429]........-..Jereeeeeees 57, 080, 429 
Reserve Loan, Indianapolis, Ind. .} 11,427,378 679,451 2,802,426: 2,160, S76) 16,225 118)... wc cccccefvecsccces ek - %): ie, * | ee eer 79,468,493 
Rockford, Rockford, | Seip 2,565, 084 300, 122 784, 189 CS a S| ee ere 6, 087, 204 SEINE, os cckscacalracscecwnc 25, 550, 327 
Security of Amer., Chicago, Ill....| 9,425,906] 786,573] 2,352,110| 1,769,665] 17,322,846|...........|......... 17,322,846] 64,378,924]...........]-.-...-... 64,378,924 
Southeastern, Greenville, 8. C.. 3,977,601 351,688) 1,176,506 863,802) 11,794,991)........... 3,409,172] 15,205,340 Ve eee 5, 643, 356 44,503,899 
State, Indianapolis, Ind.. 48, 347,757| 2,000, 000/11,327, 142} 8,461,244) 40,354,849]...........]......... 40,354,840] 277,855, 280)..........cfeeccecees 277, 855, 280 
Southern States, Atlanta, Ga.. ..| 8,601,814 400,545) 2,228,199) 1,832,355) 14,808,674)...........]......--. 14, 808, 67 tS Re See 68, 167, 525 
Sun Life of Am., Baltimore, Md...| 9,299,750] 1,935, 000 2;936,257| 1,713,961| 6,093,500| 18,776,938|......... 24,870,438) 23,683,350) 73,376,650).......... 97, 060, 009 
Union Central, Cincinnati, 1 ENR RS aie aes! ARE brs Sl Ri | GR Ee erie, Sine aman ES amano 1 | ROG) Sa ae eRe Aes 1, 604,432,374 
United Fidelity, Dallas, Texas....| 2,280,013} 336, 285 1,082,084) 640,678) 10,278,893). .......... 6 cals esssece. a he OT A) eres Aen 30, 147,12] 
Union Labor, Washington, D.C... 887,812} 310,403} 678,306) 582,415] 2,122,500]........... 9,289,870 11,612,370 ‘8 eee 40, 428, 650 44,492, 150 
Union Mutual, Portland, Me.. 22,416,965) 1,382,625) 4,039,679] 3,645,952) 13,924,704)...........].......-. 13,924,704 WORE ric cccecebeadesences 86,170,343 
United L.&A., Coneord, 'N.H....|| 7,096,157} 890,942] 2,274:557| 1,489,216 10, 004,307)........... 6,000} 10,010,307} 57,169,429)........... 70, 000 57,239, 429 
Universal L. & A., Dallas, Tex. . 131,863} 118,932] 234,702] 228,835} 316,000] _735,222|......... 1,051,222 $316,000] 2,464,257|.......... 2,780, 257 
Victory, Topeka, ‘Kan each gia d soca 1, 658,033 335, 000 720, 000 ee a ee eee 4,800, 000 18, 500, 000}...........[-+--..-- 18,500, 00 
Western Res., San Angelo, Tex... 231,453) 176,895} 181,374) 152,071] 3,544,000)........... 174,400} 3,718,400 5,074, 000).........-. 347,700 5,421,709 
eee Oy oo ge ie Ree enphaiaa: Teena: Hip: Ueakcanes: caanepe Maaitente ne. RE) CEE r ee creer: 149, 200, 789 
West’n & Soutn'n, Cinn., Ohio. . .| 102, 970, 758] 12, 951, 072)32, 131, 850}22, 243,321) 49,833, 252|173, 644, 293)......... 223,477,545} 242,690, 462/535, 052,360).......... 777, 742, 825 
Wisconsin, Madison, Wis.. 3,024,011} 220,695) 919,110) 518,940} 4,397,260)...........]......... re ee ek” ee Serer 23,302, 435 

6 














| 


‘TATOR 





*Unavailable. 
b Home Office employees. 


Non-Medical Bill in 
Massachusetts 
(Concluded from page 7) 
is to permit the issuance of policies as 
large as $5,000, without medical exam- 
ination. He said that these companies 
were of the opinion that there had not 
been sufficient experience available as 
yet on which to determine whether or 
not it would be a safe thing to permit 
extending this form of coverage. He 
believed it might encourage fraud. 
Both of his companies, he said, consid- 
ered the medical examination a very 
important prerequisite to the issuance 
of the policy. He also believed that this 
bill was simply the opening wedge for 

wide open non-medical insurance. 
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tIncludes increases and revived. 
§§Includes 5,537,164 revivals and increases. 


tAvproximate. 


Insurance Commissioner Merton L. 
Brown said he was opposed to the bill. 
He told the committee that there had 
been a great many complaints in the 
case of non-medical classes disputed 
because of unintentional misinforma- 
tion in the application. “If these 
policies were made incontestible from 
date of issuance,” he said, “I do not be- 
lieve these companies would favor it.” 

The bill was also opposed by Fred S. 
Elwell, well known insurance man, and 
by the State Mutual Life Assurance 
Company. 

Mr. Nash is also advocating on be- 
half of the Columbian National Life 
Insurance Company, House Bill No. 
420, to change the law relative to sub- 
standard life insurance. The Insurance 


§Started issuing Ordinary in 1929. 
¢e Paid policyholders and beneficiaries. 


a Including accident and health. 


Commissioner is also opposed to this 
bill on the grounds that it is unsound 
in principle. 


Planning Sales Congress 


PHILADELPHIA, Feb. 3.—A series of 
conferences are to be held this week by 
J. Renwick Montgomery, general chair- 
man of the Tri-State Life Insurance 
Congress, and members of his commit- 
tee to map out the keynote of the con- 
gress and to decide upon the trend of 
the various addresses and the speakers. 
The congress, which will be sponsored 
by the Philadelphia Association of Life 
Underwriters and attended by under- 
writers from Pennsylvania, Delaware 
and New Jersey, will be held on March 
20 at the Bellevue-Stratford. 
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INCREASED LIMITS 
of INSURANCE 


Substantial increases in limits of insurance have been 
made effective by Fidelity. Male lives ages 25 to 50 
are now accepted for $225,000. Larger lines can be 
written in exceptional cases. 


This is an important step in a liberalizing program 
which includes increased non-medical and sub-standard 
limits and offers field workers wider opportunity for 
more resultful salesmanship. | 


Fidelity has more than $400,000,000 insurance in force. 
Contracts are available in thirty-nine states. 


Write for booklet, “What’s Ahead?” 


ii IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 
































Eighteen Million Plus 
on the Lives of Policy 
Holders 





January 1, 1929, to July 31, 1929, 


inclusive 


Percentage of Total New 


Life Insurance- - - 25 


Total Number Applica- 
tions on Lives of 


Policyholders - - - 3,427 





Total New Life Insurance 


on Policyholders - $18,208,394 


fe 





BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


seen estm 








Des Moines Iowa 
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The Franklin Life 
Insurance Company 


InsuranceinForce — Jan.1 — _ Legal Reserve 
$ 15,706,191.00 1900 $ 586,628.00 
24,102,794.00 1903 1,236,492.00 
32,068,660.00 1906 2,348,017.00 
35,460,160.00 1909 3,750,096.00 
42,410,962.00 1912 4,583,720.00 
48,507,114.00 1915 5,375,607 .00 
62,336,698.00 1918 7,142,499.00 
120,754,072.00 1921 10,399,839.00 
150,137,940.00 1924 14,423,450.00 
191,560,326.00 1927 19,969,730.00 
223,390,736.00 1930 26,839,592.00 





The Franklin started 1930 with some new poli- 
cies, new plans for development of general agen- 
cies, and a new managerial contract. The figures 
above represent not only the Company’s growth, 
but also, proportionately, the growth of its older 
general agencies. Men of ability and experience 
can obtain good open territory. 


Jos. W. Jones, 
Agency Vice-President. 























1928 


Greatest Year in the History of 


THE COLONIAL 


with 


over 500,000 Policies in force 


Insuring over 


One Hundred and Five Million Dollars 





We issue straight life, endowment, double 
indemnity and disability policies, thus af- 
fording protection for the whole family— 
children and adults—through our Industrial 
and Ordinary departments. 














A Strong and Efficient Organization Devoted 
to the Best Ideals of Life Insurance Service 


THE COLONIAL LIFE INSURANCE CO. 











of America Home Office, Jersey City, N. a 
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Court Sustains Ruling by 
Superintendent Conway 





Denies Claims of Russian Policy- 
holders Against Domestic 
Branch of Company in U.S. 


The Appellate Division of the Su- 
preme Court, New York, has handed 
down two decisions confirming the rul- 
ings of Albert Conway, superintendent 
of insurance, and the decisions of the 
Referee and the Supreme Court, New 
York County, in connection with cer- 
tain foreign life insurance claims 
against the home office of the First 
Russian Insurance Company, totaling 
over $100,000, assigned to residents of 
this country for purposes of collection 
here. 

The claimants, G. Frank Dougherty 
and James A. Tillman, as assignees of 
these foreign claims maintained that 
they were entitled at this time to prove 
their claims upon the merits before the 


Referee and receive payment thereof - 


from the Superintendent of Insurance. 
The Superintendent maintained that 
the policies of insurance issued by the 
home parent office of the company at 
St. Petersburg, Russia, prior to the 
Russian Revolution 1918-1919, were not 
obligations against the funds of the 
domesticated United States Branch of 
the company or against the funds in 
the Superintendent’s hands and that 
any claims arising from such policies 
could not be paid by him in the do- 
mestic Liquidation proceeding. 


Fidelity Union Trust Annual 
Dinner 


The fifth annual dinner given by the 
Fidelity Union Trust Company, New- 
ark, N. J., was held at the Robert 
Treat Hotel in the home office city on 
January 15 with over two hundred life 
insurance men and company represen- 
tatives present. William Scheerer, 
chairman of the board, presided and 
delivered the address of welcome. Other 
speakers were Roger B. Hull, general 
counsel of the National Association; 
Fred Lieberich, president of the New- 
ark Association of Life Underwriters, 
Harry Collins Spillman, of Buffalo, 
and L. G. MecDouall, assistant trust 
officer of the Fidelity Union. 


Show Large Increase 


O. P. Schnabel, President of the 
Southwest Texas Life Underwriters 
Association, has appointed two mem- 
bership committees, the object of which 
is to endeavor to increase the member- 
ship of the association from 150 to 250 
members within the next thirty days. 
The association has done some good 
work during the past six months, hav- 
ing increased its membership from 40 
to 150 during that time. 
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With Pardonable Pride 


I have read THE SPECTATOR for 
forty years and am glad to note 
that it is progressing and keep- 
ing fully up to date. 

I read THE SPECTATOR every 
week and appreciate it. 

GLOVER S. HASTINGS, 
Superintendent of Agencies, 
New England Mutual Life 
Insurance Co., Boston, Mass. 











Texas Life Companies 


Hold Meeting 





Local Assessment Association 
Members Discuss Reorganiza- 
tion Law and Elect Officers 


AUSTIN, TEx., Feb. 3.—The Texas 
Association of Local Assessment Life 
Insurance Companies, in session at San 
Antonio, was addressed by Judge W. 
A. Tarver, chairman of the State Board 
of insurance commissioners, and Mrs. 
Bess O. Beeman, commission director 
of local mutual aid insurance, who ex- 
plained the new Texas law that has 
caused the recent reorganization of 
such companies operating in Texas. 

There were formerly about 350 local 
assessment life companies operating in 
Texas, but the number has been reduced 
to about 150 under the reorganization 
law. These expressed a belief at the 
San Antonio meeting that their effec- 
tiveness will be much increased and 
their business largely extended under 
the new law. 

Officers elected for the association 
for the next year are: John V. Single- 
ton, Waxahachie, president; W. W. 
Davis, Sweetwater, first vice-president; 
C. C. Eawlings, Abilene, second vice- 
president; J. W. Patterson, San An- 
gelo, third vice-president; H. B. Pro- 
thro, Lubbock, fourth vice-president, 
and W. C. Francis, Paris, secretary- 
treasurer. The board of directors is 
composed of F. W. Woolsey, Austin; 
EK. T. Morris, San Benito; W. W. 
Porter, Colorado, and J. M. Johnson. 


New John Hancock Agency 
Appointments 


The John Hancock Mutual Life In- 
surance Company of Boston is about to 
open two additional district offices, one 
at Cedar Rapids, Iowa, and one at Kal- 
amazoo, Mich. 

At Cedar Rapids, Harry N. Rathjen 
will be promoted from assistant at St. 
Louis to district manager in charge of 
the new district, which will be opened 
on February 17. 

John C. MacLeod will be promoted 
from assistant at Cleveland to district 
manaser at Kalamazoo. 
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Franklin Life Conference 
Held at Home Office 





General Agents and Managers 
from Nineteen States Attend 
Springfield Meeting 


Sixty general agents and managers 
from nineteen States attended con- 
ference of the The Franklin Life In- 
surance Company on recent date at 
the home office in Springfield, Il. Plans 
and policies of the company and recom- 
mendations for field manager’s plans 
for the present year were discussed. 

President H. M. Merriam, in wel- 
coming the representatives at the open- 
ing session urged the advisability of 
planning not too far in advance but to 
set definite objectives for each month 
as it approached and apply every ef- 
fort day by day and week by week to 
the attainment of the objective of the 
month. 

Henry Abels, vice-president, talked 
on the selection of prospects, and by 
means of charts analyzing business in 
force according to the occupations of 
policyholders, disclosed the fact that 
people in certain occupations are far 
better prospects for life insurance than 
those engaged in certain other oc- 
cupations. 

Jos. W. Jones, vice-president in 
charge of agencies, announced that the 
company was inaugurating a new 
agency expansion program in which the 
efforts of the home office would be con- 
centrated on the development of local 
territories in 1930. 


Group Insurance Honor Roll 
for 1929 


HE group insurance honor roll re- 
"laa published by the Equitable 
Life Assurance Society of the United 
States discloses an impressive year’s 
business. The year proved a _ record 
breaking one for the Equitable in every 
department of group insurance. Total 
group life written exceeded $225,000,000 
and eleven agencies were credited with 
four millions or more of group business. 
The history of the growth of group in- 
surance in the United States was 
graphically illustrated in the following 
record of business since 1912: 


Growth by Years 

1912, $13,172,198; 1913, $31,202,014; 
1914, $64,467,545; 1915, $99,049,326; 
1916, $152,859,349; 1917, $346,525,472; 
1918, $627,008,490; 1919, $1,145,786,- 
131; 1920, $1,662,327,449; 1921, $1,598,- 
742,713; 1922, $1,847,139,277; 1923, 
$2,468,935,567; 1924, $3,194,576,412; 
1925, $4,299,271,187; 1926, $5,425,987,- 
646; 1927, $6,378,519,196; 1928, $8,034,- 
289,884; 1929 (Est.), $9,300,000,000. 
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THE HOME cones, NEW YORK 


ORGANIZED 185: e WILFRED KURTH, Pres. 





ONE HUNDRED-AND-FIFTY-THIRD SEMI-ANNUAL STATEMENT 


Statement 
as of January 1, 1930 


SUMMARY OF ASSETS 


Market Value 


Cash in Banks and Trust Companies . . . . . . . $ 16,826,295.76 
Government Bonds .............. 9,666,420.00 
State and Province Bonds ............ 5.667,700.00 
County and Municipal Bonds... .....~.~. 13,420,286.00 
Railroad Bonds a ee Oe ae eee 16,372,945.00 
Industrial and other Ricsiiie Bo EA Noo ges UN to One 7,811,025.00 
Railroad Stocks : ee ee ee ee ee ee 20.951,900.00 
Bank and Trust Conennns —_— ies « ose ee 1,399,100.00 
Industrial and other Stocks . . ... . fae 25,026.340.00 
Premiums uncollected, in course of transmission and 
ie eameio el Agemts .-. 6 6 6 tt he es 10,364,610.31 
Accrued Interest a ae oT oe ee ee 731,118.00 
Other Admitted Assets . . . . . . . 676,340.00 
$128,914,080.07 
LIABILITIES 
Cash Capital . oye # © we et me oe aw oe Re 
Reserve Premium a ne ». ee 11.393,575.00 
ee eee ee ee ee ee ee 6,762, 174.00 
Due for Reinsurance Premiums .......... 1,482,398.25 
Reserve for Taxes ; - x 1,750,000.00 
Reserve for Miscellaneous diiiiiniites hw: — ial. : 200,000.00 
Reserve for Contingencies and Dividends . . . . . . 5,000,000.00 


NET SURPLUS 48 ,325,632.82 
$128,914,080.07 








Surplus as regards policy-holders . . . . . ... . . $ 72,325,632.82+ 


Strength 





e Reputation -« Service 
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N. Y. Fire Agents Form 
New Association 


Local Body First of Its Kind 
in Metropolis in a 
Number of Years 








Warren F. Goodwin, Pres. 





Membership Expected to Number 
About Forty-Five of Lead- 
ing Agents 


In discussing with a representative of | 


THE SPECTATOR the formation of the 
Fire Insurance Agents’ Association of 
the City of New York, Warren F. Good- 
win was emphatic in stating that the 
new organization had not been formed 
with any intention of antagonizing any- 
one, or because there were any grave 
errors that it was felt such an organi- 
zation must be created to remedy. He 
said that the organization of the local 
fire agents in the new association was 
more to furnish the means of treating 
any subjects of importance in connec- 
tion with them that might arise in the 
future. 

A committee of nine which was ap- 
pointed early in January, composed of 
Mr. Goodwin, chairman, Willard S. 
Brown, James J. Hoey, E. Stanley Jar- 
vis, R. B. McFalls, Sidney T. Perrin, 
Wallace Reid, Archibald Smith and 
William Ziegler, presented a report and 
submitted a draft of a constitution and 
by-laws, which were approved and 
adopted Monday at a meeting held in 
the board room of the New York Board 
of Fire Underwriters. About thirty of 
the leading fire insurance agents of 
New York were present. Mr. Goodwin 
believes that the total membership of 
the association will be about forty-five. 
Officers of the association, which begins 
at once to function, were elected as fol- 
lows: Warren F. Goodwin, president; 
Willard S. Brown, vice-president; 
Archibald Smith, secretary-treasurer; 
Sidney T. Perrin, Wallace Reid, Joseph 
W. Russell, C. W. Sparks and Bert E. 
Gendar, executive committee. 

At the present time the association 
will have no separate offices or paid sec- 
retary. The question as to whether or 
not it will become in any way affiliated 
With the National Association of Insur- 
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Fire Waste Contest Show- 
ing Results 


As reported by Richard E. 
Vernor, chairman of the Contest 
Committee of the National Fire 
Waste Council, the first group of 
forms filed with the insurance 
department of the Chamber of 
Commerce of the United States 
showing the records of local 
chambers in the Inter-Chamber 
Fire Waste Contest included the 
records of 35 chambers in some 
20 different states. It is confi- 
dently expected that upwards of 
500 chambers will have filed their 
reports ky March 1. 











Grange Mutual Branches Out 


The Grange Mutual Fire Insurance 
Company of New Hampshire has voted 
to amend the articles of association to 
allow the company to enter other states. 
The annual report of the company 
shows a cash surplus of $106,000, a 
gain of $12,000 during the past year. 
The secretary’s report shows that all 
claims have been paid promptly, and a 
dividend of 20 per cent upon expiring 
policies has been paid for a number of 
years. The company writes all kinds 
of farm building and property cover- 
ages for members of the P. of H. and 
American Farm Bureau; also insurance 
on public buildings. 


J. E. Slingerland Agency 


James E. Slingerland, former secre- 
tary of the Nevada Fire Insurance 
Company, has organized a_ general 
agency bearing his name, in Reno, Nev., 
and will represent the Twin City 
Fire, Northwestern Fire & Marine and 
the Hartford Accident & Indemnity 
Insurance companies for the entire 
State. 








ance Agents or the New York State 
Association of Insurance Agents, has 
not, President Goodwin said, been con- 
sidered as yet. 

The new association is the first pure- 
ly local fire agents’ association in New 
York for a number of years. The con- 
stitution adopted explains its purpose 
and how it will operate. 


Discrepancies Found 
by Missouri Dept. 





Commissioner Thompson to 
Investigate Every Fire 
Company in the State 





Court Fight Is Expected 





Sworn Statements and Exhibits 
Filed with Application for 
Rate Increase Differ 


Superintendent of Insurance Joseph 
B. Thompson of Missouri has decided 
to make a very thorough investigation 
of the Missouri business of each stock 
fire insurance company operating in the 
State before passing final judgment on 
the application filed by the Missouri In- 
spection Bureau asking for a 16 2/3 per 
cent increase in fire, tornado and 
lightning insurance rates to ascertain, 
independent of company reports, the 
exact situation as to their earnings in 
Missouri. 

Examiners for the Missouri depart- 
ment have discovered some very in- 
teresting discrepancies between the 
sworn annual statements of the com- 
panies and their experience exhibits 
filed with the application for the in- 
crease in rates. In one instance the 
annual report is said to have placed 
the company’s Missouri premium in- 
come in 1928 at $492,680 while the ex- 
perience exhibit fixed the income at but 
$443,368. A cursory examination of 
other exhibits is said to have revealed 
even more startling differences, so that 
the Missouri insurance department offi- 
cials have found it impossible to recon- 
cile the difference. Hence Commissioner 
Thompson’s desire for exact data 
gathered by his own men. 

In the rate increase application hear- 
ing and the court battle which is bound 
to follow, apparently, the Missouri de- 
partment will renew the Hyde position 
that profits on unearned premiums 
should be considered in determining 
whether rates are reasonable, and will 
also take the position that excess com- 
mission paid to agents and brokers in 
St. Louis and Kansas City are not 
properly chargeable to underwriting 


(Concluded on page 29) 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL BASSETT, President WELLS T. BASSETT, Vice-President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President ORGANIZED 1855 ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY 


















OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 
BASSETT, Vice-Pres’t | 








HENRY M. GRATZ, President 
JOHN KAY, V.-Pres’t A.H.HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, od V.-Pres’t 


ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 













$ 3,202,138.34 












$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 
NEAL BASSETT, President WELLS T. BASSETT, Vice-Pres’t JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t ORGANIZED 1854 ARCHIBALD KEMP, 2d Vice-Pres’t 





MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 













$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 
A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t. A. H.HASSINGER, V.-Pres’t. WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 
ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CoO. 


OF PITTSBURGH, PA. 























$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 
Ww. WOLLAEGER, age NEAL BASSETT, Vice-Pres’t 
JOHN RAYS V.-Pres’t A.H HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 






ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 
NEAL BASSETT, Vice-Pres’t 


CHARLES L. JACKMAN, President 
JOHN KAY, V.-Pres’t A. H, HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 
$ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 


President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t 


UNDERWRITERS FIRE INSURANCE CO. 
OF CONCORD, N. H. 
$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 


CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 


MILWAUKEE MECHANICS INSURANCE CO. 
OF MILWAUKEE, WIS. 
$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 


BASSETT, Chairman of Board 




















$ 666,598.88 
CHARLES L. JACKMAN, 


































175,689.24 















$ 5,549,846.46 






















a mae ROWE, President E. 7  DONEGAN, V.-Pres’t & Gen’! Counsel s. . BURTON, Vice-Pres’t 
HEYER, Vice-Pres’t EARL R. HUNT, Vice-Pres’t WM. P. STANTON, Vice-Pres’t sk. . McCLURE, Vice-Pres’t 
COHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS a. BASSETT, Vice-Pres’t E. é. POTTER, 2d Vice-Pres’t 






ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 















$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
C. W. FEIGENSPAN, President W. VAN en Vice-Pres’t & Gen’l Mer. 
NTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 . C. FEIGENSPAN, Vice-Pres’t 





COMMERCIAL CASUALTY INSURANCE Co. 
OF NEWARK, N. J. 
$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 


TOTAL NET PREMIUMS $50,467,137.06 


EASTERN DEPARTMENT 

































Ss 
= mesg manaeneners $0 Park Place PACIFIC DEPARTMENT 
H. A. CLARK, Manager setpaipsinadihaaalieaninind sen eeneemne Street 
Ass’t Managers CANAD — — ovina Ww. w. & E.G. POTTER, Managers 
H. R. M. SMITH 461-467 Bay St., Toronto, ada % 
JAMES SMITH FRED W. SULLIVAN MASSIE & RENWICK, Ltd., JOHN R COONEY 





nagers 
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Decision on Rates 





25 Per Cent Rate Reduction 
to Cover Additional 
Classes of Risks 





Changes in Definitions 





Approved Amendments Based on 
Five Years’ Experience from 


1924 to 1928 


AUSTIN, TEx., Feb. 3.—After a public 
nearing at which representatives of 
more than 100 fire insurance com- 
panies appeared before the Texas 
Board of Insurance Commissioners sug- 
gesting changes in the Texas general] 
basis schedules governing fire insur- 
ance rates and policy rules and regu- 


lations which became effective Nov. 20, 


1929, and after giving time to the con- 
sideration of all the suggestions made 
at the hearing and by correspondence, 
the board has announced its decisions 
on the petitions presented and has 
issued certain amendments to the gen- 
eral basis schedule effective Feb. 1, 
1930. 

The only changes made in the sched- 
ule as published in THE SPECTATOR of 
Nov. 21, 1929, are as follows: 

Hay warehouses, frame in protected 
and unprotected towns, add 10 per cent 
to the old schedule, instead of 40 per 
cent. 

Mercantile stocks, in brick buildings 
in protected and unprotected towns, 
add 15 per cent, instead of 10 per cent. 
This includes ‘Mercantile stocks and 
other contents of buildings rated under 
the mercantile schedule and published 
calling for the use of mercantile analy- 
sis No. 4; (except stocks or other con- 
tents in fireproof or semi-fireproof 
buildings, wholesale groceries, or sprin- 
klered buildings, each of which are 
separate classes).” 

Overall factories, all classes except 
fireproof and sprinklered, 50 per cent, 
instead of 100 per cent. 

Woodworkers of all kinds (except 
saw and planing mill property that is 
rated under special saw and planing 
mill schedule), brick, protected and un- 
protected, deduct 10 per cent, instead 
of 20 per cent; frame, protected and 
unprotected, add 10 per cent, instead of 
40 per cent. 

Changes are made in the definitions 
of “brick” and “frame,” in the old 
schedule, which are now defined as fol- 
lows: 

“Brick class: Includes all classes of 
building construction except, First: 
Fireproof or Semi-fireproof; Second: 
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Texas Board Renders 





Fire Underwriters of the Pacific 


SAN FRANCISCO, CAL., Feb. 5.—Sev- 
eral hundred fire underwriters from 
eight of the Pacific Coast states are 
in attendance at the fifty-fifth annual 
meeting of the Fire Underwriters’ As- 
sociation of the Pacific. George V. 
Lawry of the Travelers Fire Insurance 
Company is slated for the presidency. 

Speakers at the two-day sessions in- 
clude E. Fezrest Mitchell, insurance 
commissioner of California; W. E. Mal- 
lalieu, manager, National Board of 
Fire Underwriters; A. T. Baily, San 
Francisco; Cyrus K. Drew, Denver; 
J. K. Wooley, Seattle; J. H. Martin, 
San Francisco; E. T. Cairns, San 
Francisco; B. Braerton, Denver; A. V. 
Holman, Seattle, and G. F. Stratton, 
New York. 


Fireman’s ‘Fund Conferences 
Next Month 


The regular series of annual confer- 
ences between the officers of the Fire- 
man’s Fund Insurance Company, of 
San Francisco, and subsidiary com- 
panies, department managers, special 
agents and field men will convene at 
the head office in San Francisco on 
Feb. 10. The meetings will be presided 
over by president Levison and vice- 
presidents Cairns and Page. Managers 
Hannah of Boston, Buck of Chicago 
and Bickerstaff of Atlanta will also 
participate in the proceedings. 


E. U. A. Meeting Feb. 18 


The next general meeting of the 
Eastern Underwriters’ Association will 
be held at the Hotel Astor, New York, 
on Tuesday, Feb. 18. Preceding the 
luncheon session a meeting of the ex- 
ecutive committee will be held. 








Frame, Ironclad, Brick or Stone 
Veneer, or Stucco on Wood Studding; 
Third: Any risk protected by automatic 
sprinklers. All three of which have 
separate classes for experience.” 

“Frame class: Includes all classes of 
Frame, Ironclad, B-V, or Stucco on 
Wood Studding Construction not pro- 
‘tected by automatic sprinklers.” 

The previous list of public buildings 
on which a reduction of 25 per cent 
from the old schedule was made is ex- 
tended to include nurses’ homes, li- 
braries and museums, a public building 
being defined as “such as is occupied, 
maintained or supported by municipal, 
district, county or State authorities,” 
and a special proviso being that public 
buildings not specifically listed or not 
rated under the Brick Mercantile 
Schedule do not receive a reduction of 
25 per cent. 


23 


W. Irving Moss Heads 
Iowa Fire Ins. Co. 


Succeeds the Late Wilbur W. 
Marsh, First President 
of the Company 











Part of Important Group 





Companies Controlled by Insur- 
ance Securities Co., Inc., Have 


Assets of $55,000,000 


W. Irving Moss was elected president 
of the Iowa Fire Insurance Company at 
the annual meeting held at Waterloo, 
Iowa, succeeding the late Wilbur W. 
Marsh, who had been president and 
manager of the company since its or- 
ganization twenty-four years ago. Mr. 
Moss is president of the Insurance 
Securities Companies, Inc. and head of 
the Union Indemnity group of com- 
panies. Hermann Miller, who also has 
been actively identified with the com- 
pany as secretary and manager, since 
its founding, was re-elected, as was 
A. H. Holt, who has been treasurer for 
24 years. 

Mike M. Moss, New Orleans, and 
Alonzo Church, New Orleans, were 
elected vice-presidents; Carl Miller, 
Waterloo, vice-president; Frank E. 
Sprague, New Orleans, vice-president; 
L. F. Koppang, New Orleans, vice-pres- 
ident. 

These, with Hermann Miller, Sam 
Silvers, president of the Silvers Manu- 
facturing Company; Harry G. Northey, 
president of Waterloo Savings Bank 
and secretary of the Herrick Refrig- 
erator Company; J. T. Sullivan, at- 
torney; E. W. Miller, president of the 
Commercial National Bank; Ira Roda- 
mar, president of Pioneer National 
Bank; A. M. Place, vice-president of 
First National Bank, and Luther L. 
Hill, Des Moines, constitute the board 
of directors. 


Insurance Securities Group 


The Iowa Fire Insurance Company 
now operates the western department 
of the Bankers & Merchants Fire In- 
surance Co., the La Salle Fire Insur- 
ance Company, the New York Indemnity 
Company and the Union Indemnity 
Company. The Iowa Fire Insurance 
Company and the others named above 
are controlled by the Insurance Secur- 
ities Company, Inc., all are operated as 
individual units. Total assets of all the 
companies are $55,000,000. 


Employment of a full time inspector by 
the municipal fire department in Sioux City, 
Iowa, was recommended by E. E. Hopkins, 
special representative of the National Board 
of Fire Underwriters who recently visited 
that city. 


Fire Insurance 












e Shows 
the Widespread Need 


for Explosion Insurance... 























O matter where you are located, a field man of 
this company can help you broadcast the need 
for explosion insurance right in your own territory. 


In line with their desire to render the extra touch of 
service to you, these men have collected vital statistics 
and interesting facts about explosion insurance. They 
can show you photographs and reproductions of news- 
paper clippings featuring explosions of every type, in 
every part of the country. They can tell how other 
agents were enabled to sell explosion policies where the 
need was not even dreamed of. They can prove that 
the smallest dwelling as well as the largest plant is a 
prospect. What’s more—with their highly specialized 
knowledge of this coverage they can probably go over 
your prospect iist with you and actually help to close 
a profitabie volume of explosion business. In addition 
to this personal aid, they can supply you with an 
interesting window display featuring explosion insurance 
in a dramatic way, as well as letters, folders and other 
valuable helps. 


The assistance our field men can render in this class 
of coverage gives only one example of the expert know- 
ledge at your disposai. Why not take advantage of it? 


AND A 
oo 
ImSuranmce Co uv 


Executive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 
Pacific Coast Dept., San Francisco, Calif, 





THE NATIONAL INSTITUTION W!TH A WORLD WIDE BACKGROUND 















CASH CAPITAL 
$2.500,000.00 


ou MAN OF THE MOUNTAIN at) 


NEW HAMPSHIRE 
FIRE INSURANCE CoO. 


N. H. 








Manchester, 


ASSETS $16,486, 770.88 


"TOTAL LIABILITIES EXCEPT CAPITAL 
$ 6.760.092.08 | 


POLICYHOLDER S' SURPLUS 
$ 9.726,678.80 













































‘‘We want 2,000 copies.. 


.1T WILL BE OUR OFFICIAL TEXTBOOK!” 













O wrote the official of 
a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 
Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 





WALTER CLUFF’S 


course of study in 


LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 


Send for this 
Book today. 
Your money 

back if you _ manual ever devel- 
don't profit "we tweunance rigio 


by reading it! | resis "amas ‘si 


EDITION LIMITED ! 
RUSH COUPON————> 































' 
MUIR ins cetecsaswnacecss oes : 
O (Check here if quantity price | 
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Insurance Federation 
of Massachusetts 


J. Lawton Whitlock Chosen 
to Head Body at 13th 
Annual Meeting 








Senator Eaton Makes Speech 





Apprehensive Interest Created by 
Bill for State Fund for 


Automobile Insurance 


The main dining room of the City 
Club of Boston was in a whirl of ac- 
tivity last week, fire and casualty in- 
surance men from all parts of Massa- 
chusetts being present for the thir- 
teenth annual meeting of the Insurance 
Federation of Massachusetts. 

With the Goodwin State Fund bill 
and the big campaign of insurance men 


against what they term state interfer-_ 


ence with private business in mind, in- 
terest was very keen, and the proposed 
entry of the state into the insurance 
business was denounced by the speak- 
ers. 

At the business meeting of the Fed- 
eration which was held prior to the din- 
ner, J. Lawton Whitlock, prominent in- 
surance man of Boston, was elected 
president; John W. Downs was re- 
elected general counsel, and I. H. Dav- 
enport was elected secretary-treasurer. 

Mr. Downs discussed the present leg- 
islative situation as it affects insurance 
today, but confined his remarks mostly 
to House Bill No. 202, the initiative pe- 
tition for automobile state fund insur- 
ance. 

This bill, he declared, which calls for 
the establishment of what is entitled a 
state motor vehicle insurance fund for 
compulsory automobile insurance, is not 
a state fund, but is under the manage- 
ment of a board of three commissioners 
to be appointed by the governor, which 
may be said to put it under state op- 
eration, without, however, any financial 
guarantee by the state, and with, prob- 
ably, inefficiency and political interfer- 
ence. 

“Low, inadequate and uniform rates 
are established,” said Mr. Downs, “un- 
der which the same premium for each 
type of pleasure car without respect to 
size or make is charged, with the re- 
sult that, doubtless, the fund will en- 
counter complete disaster, in which 
event the automobile owner will be 
called upon to pay any judgment ob- 
tained against him, and of more im- 
portance, the injured person in many 
instances will be unable to collect judg- 
ment. Thus the very purpose of a com- 
pulsory law—financial responsibility— 
is defeated.” 
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HEADS FEDERATION 





J. Lawton Whitlock 


“A new and untried and inexperi- 
enced organization is proposing to take 
over and handle an extremely intricate 
and highly technical business,” he said, 
“which is a step backwards.” 

“Territorial rating is considered 
sound underwriting practice,” con- 
tinued Mr. Downs, “but this bill would 
wipe it out, and establish a uniform 
rate.” 


National Association of Agents 


The National Association of Insur- 
ance Agents has announced the special 
convention committee, for the meeting 
to be held in Charlotte, N. C., next 
month, as follows: Thomas C. Hayes, 
chairman; Horace Davis, B. L. Scruggs 
and McAlister Corson. 
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Chicago Adjusters Will 
Broaden Service 





The Underwriters Adjust- 
ing Company to Operate 
Independently 





Important to Fire Business 





Sub-Committee Representing 
New Bureau and Companies 
of Old Group Cooperate 


CHIcAGO, ILL., Feb. 3.—Virtual as- 
surance that the Underwriters Adjust- 
ing Company will be established upon 
an independent basis, and its service 
opened to all companies alike, was made 
here last Saturday at the first session 
of the special sub-committee, which is 
working out definite proposals to guide 
the liquidation of the old voluntary 
membership western insurance bureau 
and its subordinate organizations. The 
Underwriters Adjusting Company is 
considered of such outstanding impor- 
tance to the fire insurance business that 
sentiment is unanimous in the belief 
that it should be continued until satis- 
factory results are obtained. 


Committee Formed 


The sub-committee, composed of four 
members, two from the newly incor- 
porated Western Insurance Bureau, and 
two representing the group of com- 
panies which resigned from the old 
bureau to join the Western Under- 
writers Association, was authorized at 
the first meeting of the special liqui- 
dating committee of the old bureau. 
This committee includes the old bu- 
reau’s executive committee with addi- 
tional members appointed by the se- 


(Concluded on page 29) 
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THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 
London & Provincial 
Marine & General Insurance Co., Ltd. 
Seaboard Fire & Marine Insurance Co. 


and 
The Yorkshire Indemnity Co. of N.Y. 








— 


“Marine Business!—if you feel 
that either you or the business it- 
self is all at sea, let me tell you of 
the service offered by the Marine 
Department of the Seaboard Fire 
and Marine! ... 


”? 


WM) Wnigfon 
Field Correspondent 
HOME OFFICE 


12 Gold Street 
New York, N. Y. 











HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 
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REINSURANCE COMPANY 
SALAMANDRA 


of 
COPENHAGEN, DENMARK 


NORTH STAR INSURANCE 
COMPANY 


of 
NEW YORK 


HAMBURG-AMERICAN INSURANCE 
COMPANY 


of 
| NEW YORK 








MEINEL & WEMPLE, Inc. 
Manager 








469 Fifth Avenue 


[REINSURANCE 


| 


| 








New York, N. Y. 














EXCESS UNDERWRITERS, 
INC. 








75 FULTON STREET 


Successors to HENRY W. IVES & CO. 
CASUALTY EXCESS & REINSURANCE 


SECURITY MUTUAL CASUALTY CO. 
of Chicago, Illinois 


and 
ASSOCIATED REINSURERS 


| ASSETS OVER $30,000,000 


ONE OF THE STRONGEST CASUALTY 
EXCESS REINSURANCE GROUPS 


BROKERS ACCOUNTS SOLICITED 


Inquiries Invited 


JOSEPH P. GIBSON, Jr. 
Resident Manager 


Telephone 
| BEEkman 6727 
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Great American 





Insurance Company 
em New Pork 
Company INCORPORATED -1872 Company 


STATEMENT JANUARY 1, 1929 


$15,000,000.00 


R_ LIABILITIES 


24.465,534.40 


NET SURPLUS 


27.7 29,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenne, Chicago, IIL 
GC. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD GCONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO—Wnw. H. McGee & Co., Gen’! Agts.,Insuraace Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 












ba 





















We have something to offer in the 


way of a general agency that is very at- 
tractive to find with an old, conservative 
life company. It will pay anyone inter- 


ested to investigate. All communications 


confidential. 






BOX 54 
Care of THE SPECTATOR 
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Extracts from Statements of Fire and 
Marine Insurance Companies 


The following excerpts from the statements of fire insurance companies are supplemental 


to those published in previous issues 
Name and Location of Company 

Alliance Ins. Co., Philadelphia, Pa. .....cccececse 
Aetna Ins. Co., Hartford, Conn. ...6.ccccecesecve 
American Alliance, New York........cccecceseers 
American Druggist Fire, Cincinnati, Ohio......... 
Anchor Ins. Co., Providence, R. To 2... eed cvencs 
Associated Reinsurance Co., New York............ 
Bankers and Shippers Ins. Co., New York......... 
Berkshire Mut. Fire Ins. Co., Pittsfield, Mass. .... 
California Union Fire, Los Angeles, Cal. ......... 
Camden Fire Ins. Co., Camden, N. J. ......----ee5- 


Carolina. Mut. Ins. Co., Charleston, S.C. ......... 
Citizens Ins. Co; of N: J.,. Jersey Citys... ck ccs 


Citizens Mut. Auto. Ins. Co., Howell, Mich. ....... 
Columbia. Fire Ins. Co., Dayton, Ohio. ...........- 
Dedham Mut. Fire Ins. Co., Dedham, Mass. ...... 
Eastern Shore of Va., Keller, Va. «.....0c-ccesss 
The Fonciere Ins. Co., Ltd., Paris, France......... 
Franklin Fire Ins. Co., Philadelphia, Pa. ......... 
German Mut. Fire Ins. Co. of No. Chicago, Ch’go, Ill. 
Granite State Fire Ins. Co., Portsmouth, N. H. 
Great American, New MOre. 06 6c. fe vicicecwccees 
Home Tne (oi, INOW YOR eso 6 oss aciciiidenwesceees 
Ins. Co. of North America, Philadelphia, Pa. ..... 
Iowa National Fire, Des Moines, Iowa............ 
Kansas Farmers Mut. Ins. Co., Chapman, Kan. 

Lincoln Assurance Co. of America, Washington, D.C. 
Louisville KF. & M., Louisville, Ky: .....ccsccceees 
Merchants Fire Assur. Corp., New York........... 
Mercury Ine. Co., St. Paul, Minne «i ccicccccsccces 
National Implement Mut. Ins. Co., Owatonna, Minn. 


Norfolk Mut. Fire Ins. Co., Dedham, Mass. ....... 


North American Inter-Insurers of the City of N. Y., 
New York 


Oregon Auto. Fis. Co.,: Portland, Ore. ....... 0% se% 
Pacific Wine: Tne: Oo, New Vorkk.o2. occas ccs cas 
Piedmond Fire Ins. Co., Charlotte, N. C. .......... 
Providence Washington Ins. Co., Providence, R. I... 
Retail Merchants Mut. Ins. Co., Springfield, Ill. .... 
Rochester-American Ins. Co., New York.......... 


Southern Mut. Ins;'Co.,. Athens, Gas. ...062 00060 


Sytearlond Gen. Ins. Co. of Zurich, Zurich, Switzer- 
PME ecreishe: ds ce tine haw Hale @ he CER Ee Ree RE ORES 


Texas Hardware Mut. Fire, Dallas, Tex. ......... 


Washington Assurance Corp., of N. Y., New York.. 
Washington F. & M. Ins. Co., Seattle, Wash...... 


Wheeling Fire Ins. Co., Wheeling, W. Va. ........ 
World Fire & Marine Ins. Co., Hartford, Conn. ... 
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Surplus to 
Dec. 31 Assets Policyholders 
(1929 $9,379,716 $4,990,479 
11928 8,919,168 4,437,761 
{1929 62,540,763 26,609,255 
11928 59,665,904 24,942,040 
{ 1929 10,206,419 8,038,526 
1 1928 9,199,793 7,032,915 
f 1929 2,004,842 1,686,312 
11928 1,907,729 1,598,510 
f 1929 1,590,205 1,308,638 
11928 1,397,750 1,318,558 
f 1,585,639 924,356 
! 1,092,140 989,149 
i 6,398,541 3,242,920 
! 6,475,562 3,020,095 
836,500 268,195 
751,674 216,978 
f 410,919 343,786 
394,109 332,177 
3,782,098 7,306,744 
! 13,502,577 6,812,238 
{ 437,157 381,664 
414,048 365,642 
2,017,95 2,010,450 
f 1,085,791 118,011 
) 979,851 108,682 
( 3,157,642 2,347,310 
2,942,453 2,391,595 
{1s 255,529 162,332 
v1! 251,178 157,608 
{1s 415,863 323,718 
? 406,927 324,088 
(1! 319,997 297,468 
) 334,124 322,285 
{1s 22,629,021 13,5 
1192 12,946,434 5,074,945 
{ 192 262,575 262,575 
1 192 253,034 253,034 
{192 3,954,680 2,206,267 
ae 1192 3,733,894 2,149,367 
{192 62,434,916 37,464,077 
1192 67,194,853 42,729,319 
{1929 128,914,080 72,325,633 
71928 102,797,291 47,819,779 
{ 1929 89,789,006 50,349,023 
11928 86,029,363 45,227,614 
{1929 1,246,679 876,945 
11928 1,271,082 859,488 
{ 1929 340,122 124,386 
11928 331,046 124,190 
{ 1929 310,836 272,499 
11928 205,073 178,413 
{ 1929 148,439 128,582 
1 1928 138,648 126,481 
{ 1929 14,892,547 8,405,889 
11928 13,612,590 7,615,512 
{1929 3,964,681 1,832,507 
11928 2,924,220 1,315,208 
{1929 1,018,067 224,357 
11928 950,404 217,364 
(1929 1,070,221 839,228 
11928 1,035,280 811,257 
{1929 1,147,428 966,222 
1 1928 1,383,977 1,240,125 
{ 1929 10,394,516 5,607,496 
1 1928 10,233,226 5,424,470 
{ 1929 424,545 202,484 
1 1928 377,764 196,075 
{ 1929 7,013,847 3,353,35 
1 1928 6,713,678 3,012,380 
{ 1929 1,121,329 853,980 
} 1928 1,111,099 834,003 
( 1929 22,912,985 16,010,814 
21928 22,486,318 15,580,411 
{ 1929 80,992 22,521 
11928 94,408 18,296 
{ 1929 3,216,749 2,656,069 
1 1928 2,677,379 2,569,825 
{ 1929 1,665,194 1,351,389 
? 1928 1,626,711 1,316,684 
(1929 2,021,742 1,033,982 
21928 1,644,457 922,695 
(1929 100,293 30,624 
2.1928 100,612 29,730 
{ 1929 1,510,736 1,121,235 
1 1928 1,411,662 1,023,559 
1929 613,756 602,862 
{1929 979,015 477,733 
71928 988,795 447,420 
{ 1929 4,026,238 2,361,296 
11928 3,314,193 1,867,270 





Mrs. 
Mrs. 


H. L. Parks Joins Norwich Union 


H. L. Parks, for several years a gen- 


W. H. Bennett Improving 
Walter H. Bennett, wife of the 


eral agent in Florida, has been ap- 
pointed State agent in eastern Ohio 
for the Norwich Union Fire Insurance 
Society, Norwhich, England, to succeed 
F, E. Dickerson, who recently resigned 
that post. 
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secretary-counsel of the National As- 
sociation of Insurance Agents, who has 
been critically ill in Morningside Hos- 
pital, Montclair, N. J., following an 
operation on January 17, is showing 
an improvement in her condition. 
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Executive Changes Made by 
Merchants Fire Group 





A.C. Noble Elected Chairman of 
the Board—E. L. Ballard Heads 


Executive Committee 


The Merchants Fire Assurance Cor- 
poration of New York and affiliated 
companies, the Washington Assurance 
and the Merchants Assurance corpora- 
tions, have announced several changes 
of importance in their executive staffs. 

Alden C. Noble, president of the Mer- 
chants Fire, has been elected chairman 
of the board, vice Edward L. Ballard 
elected chairman of the executive com- 
mittee. Alfred A. Moser, president. 
George F. Warch and G. A. Zemen, 
formerly secretaries, have been elected 
vice-presidents. Walter F. Brady and 
Herbert F. Rohrbach, were promoted 
from assistant secretaries to secretary 
and Robert H. Breninger and Edward 
A. Jones have been made secretary and 
assistant secretary, respectively. 

Joseph L. Leffson, vice-president of 
the Merchants Fire, has been elected 
president of the Washington Assurance 
Corporation, with William B. Carter 
and Alfred A. Moser continuing as vice- 
presidents. 

William B. Carter, vice-president of 
the Merchants Fire, was elected presi- 
dent of the Merchants Indemnity 
Corporation. Robert H. Breninger was 
elected vice-president and manager, 
Alfred A. Moser and Joseph L. Leffson 
remaining as vice-presidents. 

The annual statement of Merchants 
Fire Assurance Corporation reveals an 
increase in assets of $1,279,956, an in- 
crease in unearned premium reserve of 
$72,626 and an increase in policyhold- 
ers’ surplus of $790,376. 


Texas Ranks First in Fire 
Prevention 


AUSTIN, TEx., Feb. 3.—Texas holds 
first rank in the United States in effec- 
tive fire prevention as a regular course 
of study in the public schools, accord- 
ing to T. A. Fleming, chairman of the 
speakers’ bureau of the National Fire 
Waste Council of the United Chamber 
of Commerce in a statement of J. W 
Deweese, State fire insurance commis- 
sioner. 

Mr. Fleming has just completed an 
inspection and speaking tour of every 
town in the Rio Grande Valley, ad- 
dressing thousands of citizens and 
school children on prevention of fires 
in homes and in manufacturing and 
mercantile districts. 

He stated to Commissioner Deweese 
that the Texas posters on fire preven- 
tion stand out as the best. 


Fire Insurance 




















Insurance 
In Force 
Over 
$157,000,000 


Harry L. Seay, 
President 
Clarence E. Linz, 

V. P. & Treas. 
H. B. Seay, 

Vice President 
P. N. Thevenet, 

V.P. & Secty. 
P. V. Montgomery, 

V. P. & Actuary 
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For Those Who Sell 
FINANCIAL INDEPENDENCE 
and Those Who Buy 


THE CONNECTICUT MUTUAL | 
LIFE INSURANCE COMPANY 
Hartford 








GAN in paid-for 


insurance in force 


N INCREASE over 
the gain in 1928 of 


EW BUSINESS 
paid-for basis 75% 


N INCREASE over 


- NORTHWESTERN 


LIFE INSURANCE COMPANY 


O J. ARNOLD. passinen: 


STRONG-> Minneapolis Minn. ~LIBERAL 






Paid-For Insurance in Force 


$325,514,050 


45 Year 


AGAIN—a Record Year! 


37 Million Dollars (13%) 


‘7 Million Dollars (23% ) 


1928 new business of 1134 Million Dollars (18% ) 
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Over 84 years in Business 






























NEW EDITION NOW READY 





The Industrial Claim 
Adjuster 


By C. H. Harbaugh, M. D. 


Frequently an agent is called upon to adjust claims, and if he 
is in possession of this book he can tell approximately how long 
the disability, for which claim is made, should last, thus assisting 
prompt settlement. 


Constant use of this book by the industrial accident and health 
insurance solicitor will result in fewer postponements and rejections 
of applications as well as less dissatisfaction on the part of the 
claimants. 


Price, flexible binding, $1.50. 
Discount in quantity orders. 


SPECTATOR COMPANY 
NEW YORK 
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CHICAGO 
























WE WANT MEN 























—men who are self- 

confident— OHIO " 

—men who are mor- INDIAN 

ally dependable— KENTUCKY 

—men who are finan- WEST VIRGINIA 

cially responsible— PENNSYLVANIA 

—men who are anx- 

fous to accomplish OKLAHOMA 

results— a oe 

—men who are open to Partnership- LLIN 

basis Agencies. . 7 IOWA 

LIFE HEALTH ACCIDENT Tell 1 a ik sald 
t a 

THE OHIO STATE LIFE IN AN 

COMPANY Columbus’ Ohie ae 

Standard Sub-Standard Super-Standard , me 
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KEYSTONE INDEMNITY 
EXCHANGE 


Participating Automobile Insurance 
110 SOUTH 16th STREET, PHILADELPHIA, PA. 
LOCAL AGENTS WANTED 


Fire, Theft, Collision, Property Damage, Public Liability 
SNe ae 
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Insurance Situation in 
Mississippi Improving 





Report of Legislative Committee 
Carries Several Suggestions 
for Further Improvement 


Fire insurance rates in Mississippi 
are still too high, according to the 
resolution of the house legislative com- 
mittee adopted during the present ses- 
sion. The committee was appointed 
in 1928 and has held open hearings. 
The rates recently were reduced by 
the State Insurance Commission, but 
not to the point of approval of the 
legislative committee of which Leon 
Hendrick, lawyer, is chairman. 

“The fire insurance situation is get- 
ting better in Mississippi,” read the re- 
port. “This was shown by a reduc- 
tion of our rates on October Ist. 
Whether rightly so, we do not know. 
We leave this to the Insurance Com- 
mission whose duty it is to regulate 
and supervise the rates.” 


Many suggestions were made in the 
report. They included: 

Making the insurance commissioner 
a member of the commission and not to 
limit the membership of that body to 
insurance men. 


Passage of a “Model Arson Law.” 
(A modification of the Michigan arson 
law has been introduced in the Senate.) 

Adoption of a standard fire insur- 
ance policy. 

Adoption of a state building code. 
(The Mississippi State Rating Bureau 
was commended for work done in pro- 
moting better construction of buildings 
in the state.) 


A valued policy law that would al- 
low the use of the clause at the option 
of the assured. 


Detroit Fire & Marine 


At its annual meeting, which was 
held recently, the Detroit Fire & Marine 
Insurance Company of Detroit, re- 
elected its entire board of directors and 
added three new vice-presidents and 
secretary Daniel R. Ackerman to the 
official roster. 


Following the election of directors 
the election of officers was carried out 
as follows: William H. Koop, president; 
A. H. McDonell, vice-president; S. T. 
Miller, vice-president; C. A. Reekie, 
vice-president and secretary; Alexan- 
der Phillips, vice-president; Charles R. 
Street (new), vice-president; George E. 
Krech (new), vice-president and secre- 
tary; Raymond Waldron (new), vice- 
president; Daniel R. Ackerman (new), 
secretary; Joseph F. Curtin, assistant 
secretary, and George H. Ball, assis- 
tant secretary. 
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on. new magazine of adver- 


tising and sales helps is another 
manifestation of P. F. & M. co- 


~g@ operation. Send for sample copy. 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 


Athens, Ga., Agents to Organize 


ATHENS, GA., Feb. 3.—A committee 
of Athens insurance agents has been 
appointed to draw up constitution and 
by-laws for organization of a local unit 
of the Georgia Fire Insurance Agents’ 
Association. The committee is composed 
of J. C. Hutchins, Jr., Audley Morton, 
J. C. Jester and Douglas Flanigen, Jr. 


Missouri Experience 


Questioned 
(Concluded from page 21) 
experience, that economy should be fol- 
lowed by the companies in the payment 
of commissions and salaries. 

The department will take the posi- 
tion that if the companies are so anx- 
ious to obtain business they should pay 
the excessive commissions from their 
investment profits and not charge same 
to the Missouri policyholders. 


The combined experience tables of the 
companies, represented by the Missouri 
Inspection Bureau, with the application 
for the 16 2/3 per cent increase shows 
that during the 5-year period, 1924 to 
1928, inclusive, the companies had a 
premium income of $127,376,006, paid 
out in losses $81,720,230 or 64.15 per 
cent of premiums and $56,418,839 or 
44.29 per cent for commissions and 
other expenses. The losses, commis- 
sions and expenses exceeded the pre- 
mium income by $10,763,063. On the 
basis of premiums earned and expenses 
and losses incurred the income would 
be $120,295,468 and losses and expenses 
$139,389,127, a deficit of $19,093,659 or 
15.8 per cent of income. 





Dallas Wants 1930 Annual Con- 


vention of National Association 


Led by Governor Dan Moody, practi- 
cally the entire State of Texas has 
joined together in issuing a most cor- 
dial and enthusiastic invitation to the 
National Association of Insurance 
Agents to hold its 1930 annual conven- 
tion in Dallas. 

The Texas agents first presented 
their invitation through Fred M. Bur- 
ton, Galveston, of the National Asso- 
ciation’s Executive Committee, and 
Past President R. W. Thompson, 
Dallas, of the Texas Association, at the 
annual convention at Detroit. 


Chicago Adjusters 


(Concluded from page 25) 
ceding companies so that the represen- 
tation of the two factions is numeri- 
cally equal. 

The recommendation of the sub-com- 
mittee relative to the adjusting com- 
pany is its first definite proposal and 
it, like other details in the liquidation 
program, will be submitted to the larger 
committee for final disposition. 

The sub-committee includes Herbert 
A. Clark, western manager of the Fire- 
men’s of Newark and chairman of the 
board of directors of the new bureau 
and Ralph W. Rawlings, president of 
the new bureau and of the Monarch 
Fire, for the new bureau; and C. N. 
Gorham, western manager of the Amer- 
ican of Newark, and B. J. L. Hewett, 
western manager of the Boston and Old 
Colony for the seceding companies. 
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Common Fallacies in Respect to the 
Co-Insurance Clause 


Head of Fidelity-Phenix Loss Department 


Explains How the Assured Gets 
Just W hat He Pays For 


OR their own financial safety, 
tania owners and real estate 
men generally, should be better ac- 
quainted with the co-insurance clause 
in the fire insurance contract, or policy, 
according to Vernon Hall, secretary of 
the Fidelity-Phenix Fire Insurance 
Company, New York, in charge of the 
loss department. 

“On numerous occasions,” said Mr. 
Hall, “when a fire loss occurs affecting 
insured property—either buildings or 
contents—it develops that the assured 
purchased insurance protection without 
a proper idea of the values involved. 
This is perhaps true more particularly 
of contents than structures, but in a 
great many instances the latter are also 
concerned. 

“It is then,” continued Mr. Hall, 
“when the matter of loss settlement 
comes up, that the question of co-in- 
surance also arises. If the property 
has been underinsured—that is, insured 
for less than a certain percentage of its 
value—80 per cent in New York and 
in many other states—the owner be- 
comes a co-insurer with the insuring 
company, as is stated in the policy 
form. 

“Co-insurance always becomes effec- 
tive on the basis of some stated per- 
centage of the values insured, but if 
the proper amount of protection is car- 
ried, the co-insurance clause in the 
policy contract is not invoked. In New 
York State, for example, 80 per cent of 
the worth of a building or contents is 
the basis of underwriting and rating. 
Where the owner has insured for this 
ratio, he is fully protected up to the 
face value of his policy and never has 
to assume part of a loss as a co-in- 
surer. The owner who insures for 100 
per cent of his property values receives 
a lower than average premium rate; as 
a matter of fact the assured gets just 
what he pays for, as will be illustrated 
by the following example: 

“Mr. A owns a property worth $50,- 
000 and insures it against fire damage 
to the extent of $40,000, or 80 per cent, 
and pays a premium of $400. He hasa 
loss of $20,000, which is paid in full. 

“Mr. B, however, a neighbor, with a 
$50,000 home takes out only $30,000 of 
insurance, or 60 per cent, and is 
charged a premium of $240. A fire oc- 
curs and destruction placed at $20,000 
ensues. The underwriting company, in 


Fire Insurance 


this instance, is liable for only $15,000 
and the owner for the balance, or $5,- 
000. If he had paid for the average 80 
per cent of value, he would have been 


indemnified in full. 


“The point to remember is that if 
insurance equal to a stipulated per cent 
of the values (which varies with the 
class and location of a risk) has been 
obtained, the co-insurance clause is not 
operative and need cause no concern. 








Furthermore, this provision becomes ef- 
fective only in the event of a partial 
loss (the usual occurrence), since a 
policy at any value ratio is payable at 
its face amount in case of total de- 
struction—provided the property is 
worth the amount for which it is in- 
sured. 

“The public has been definitely bene- 
fitted by the co-insurance clause, owing 
to the fact that its effect is to distribute 
liability and thus to lower rates.” 


Frank White Retires 


SAN FRANCISCO, CAL., Feb. 4.—Frank 
G. White, assistant secretary of the 
Fireman’s Fund and affiliated insurance 
companies, has retired in accordance 
with the company’s retirement plan, 
the retirement effective in February. 
His services began 38 years ago. 
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I OOON F OR sixty-six years the 
Fireman’s Fund has remained 
true to a definite ideal of public 
service and has built a reputa- 
tion for fair dealing that is a real 


asset to any agency. 
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What Should Agents Do About 
Loss Adjustments? 


By WILLIAM M. GooDWIN 


NE thing that I have always 
@~ envied the life insurance busi- 

ness is the loss adjustments. All 
there seems to be to it is to secure 
proper proof of the death of the as- 
sured, the filing of claim papers and 
the deliverance of the check to the de- 


pendent. There is no depreciation or 


difference of opinion, and everyone is 
apparently satisfied except the assured 
—and he is in no position to object. 
I imagine, however, that these new, 
broad, permanent disability clauses 
that are being attached to the life 
policies will lead to some misunder- 
standing, for the average insurance 
buyer usually refuses to read his con- 
tract and bases his claim for settle- 
ment on what he fondly thinks the 
policy should cover and upon the ad- 
vice of his friends. 


The Proof of Service 


And that neglectful attitude on the 
part of the assured, most of them re- 
fusing absolutely to read the policy 
they buy or to believe what their agent 
tells them about it, is the cause of 
most of the troubles you hear about in 
adjusting fire insurance losses. 

The modern fire insurance agent 
does and should take a vital interest 
in the adjustment of losses under 
the policies which he has sold the 
public. The agent who fails to take 
this interest, through lack of knowl- 
edge or just plain lazy indifference, 
will not be a permanent success, 
for the adjustment of a loss is the 
final proof of real service. Many 
companies feel that an agent should 
keep out of loss settlements, and know- 
ing how some agents act I don’t blame 
them. The blustering, bluffing, threat- 
ening type of agent who demands spe- 
cial attention for each assured and 
who claims to be able to get loss ad- 
justments far above an equable figure, 
is just a plain nuisance to any ad- 
juster and he is usually the cause of 
much delay and dissatisfaction. But 
the agent who trys to understand his 
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T’S good salesmanship 
for the local agent to 
offer the final proof of 
real service=—the adjust- 
ment of a loss, says Mr. 
Goodwin in this article 
which is the text of an 
address at York County 
(Penna.) Insuranee Day 
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policy contracts and who conducts him- 
self in a sensible and businesslike man- 
ner, can be of great assistance, both 
to the assured and to the adjuster. 


Fit the Contract to the Assured 


When an agent sells a policy, he 
should foresee the possibility of a loss 
thereunder and be quite sure that all 
the things he has promised in his sales 
talk will materialize. He must remem- 
ber that he is selling a contract which 
is thoroughly understood by the insur- 
ance companies, but which must be ex- 
plained to the buyer. That is what he 
is being paid for—to fit the contract 
which his principals have given him 
to the assured in such a manner that 
there will not be any difficulty in the 
settlement of a loss. If it were not 
necessary to design insurance contracts 
to fit each individual purchaser, there 
would be no need of agents. The com- 
pany could simply sell their insurance 
by mail. The insurance companies ex- 
pect their agents to look after the 
interests of the other party to the con- 
tract, thus creating a different situa- 
tion than in any other business relation- 
ship of a similar nature. 

The insurance company expects to 
settle a loss on the conditions of the 
policy contract, not on any verbal 
promises made by the agent. Little 
technicalities that seem unimportant 
when the policy is written have a way 
of assuming great significance when a 


loss occurs. So, friends, do not waive 
technicalities or take a chance on 
double meanings. Remember that a 
policy is a contract and there is only 
one way for a contract to be written, 
and that is the right way. Do not be 
contented to wait until tomorrow to in- 
dorse or correct any important part 
of a policy, for losses have a habit of 
occurring when least expected, and it is 
usually too late to correct a policy 
after a loss. 


How to Kill Competition 


We hear a great deal about the large 
number of inefficient part time agents 
in this business, and the companies are 
frequently blamed for this condition. 
In my opinion, the fault lies with the 
public and the established agencies. 
The public is not forced to buy from 
this class of agents, but do so from 
choice, and the companies must appoint 
them to get business. You cannot 
legislate them or any other class of 
legitimate competition out of business, 
nor is it desirable to so do, but you 
can so improve your own service that 
the public will desire to do business 
with you in preference to the indif- 
ferent part timer. The surest way to 
kill competition is to develop your own 
business to such an extent that the 
competition will suffer by comparison. 
Effect fair and prompt loss settlements 
for your policyholders and you have 
gone a long way toward success. 


Inspecting the Risk 


An agent should have a first hand 
knowledge of every risk he insures, in 
crder to see that his contract is prop- 
erly drawn, and he should make peri- 
odical inspections of each risk to see 
that the conditions of the contract are 
lived up to. That’s real insurance ser- 
vice, and while it is hard work and, 
perhaps, not as pleasant as playing 
golf or attending club meetings, it will 
bring more business to you, although, 


(Continued on page 33) 
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new publication for business executives created by 
the publishers of Time. 
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What Should Agents Do About 
Loss Adjustments? 


(Continued from page 31) 


in making this comparison, I am con- 
scious of the value of contacts. 

One of the principal points to drive 
home to an assured when he buys a 
policy is the question of sound value 
and its relation to the co-insurance 
clause. Lack of understanding of this 
feature has led to much trouble in ad- 
justing losses and frequently results 
in under-insurance and consequent loss 
to the assured. 

It is surprising how little the aver- 
age insurance buyer knows of these 
important subjects. It is astonishing 
how little the average insurance sales- 
man knows of them. 

When a loss occurs, the average as- 
sured, in an agitated state of mind, 
expands at length upon his honesty, 
his good record and the fact that he is 
under-insured. In the first place, the 
companies do not want to give him 
any insurance at all if he is not honest, 
but if he does enjoy a good record, they 
are quite willing to give him all the 
insurance to which he is entitled. In 
fact, they offer him lower rates if he 
agrees to carry insurance not less than 
80 per cent of his sound values. And 
that is just what the intent of the 80 
per cent clause is—agreement on the 
part of the assured to insure not less 
than 80 per cent of his sound value. 
As long as he knows what sound value 
means and lives up to his co-insurance 
conditions, he need have no apprehen- 
sion in the event of a loss. 

Sound value may be quite different 
from book values, cost prices, dis- 
tress values or income tax figures. 
Sound values represent replacement 
cost under conditions at the time of the 
fire, less depreciation and the cost of 
exclusions named in the policy, such as 
cost of excavations, foundations below 
the ground level, etc. 

The only sure way to secure sound 
values is to take an accurate appraisal, 
but this is not always possible, as it 
is expensive. I have urged a number 
of insurance companies to install ap- 
praisal departments, just as they have 
survey and rate analysis departments, 
as I believe such organization could 
render a great service which would put 
much business on their books and 
greatly reduce disputes over losses; 
and I hope some day that this will 
materialize. Of course, the main ob- 
jection is that in the event of a loss 
the assured would hold the companies 
to the values they have made. Assum- 
ing that the appraisals were fairly 
accurate, this should not be objection- 
able, but the matter could be handled 
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in such a manner as to avoid any mis- 
understanding. 

In the absence of a detailed ap- 
praisal I have figured building values 
on a cube foot basis, and it is sur- 
prising how accurate this method is 
if one keeps up to date with local con- 
tract prices. After the replacement 
cost is secured, deduct the cost of foun- 
dations and excavation and then take 
your depreciation at % per cent per 
year for a building in good condition, 
not exceeding 25 per cent. After ar- 
riving at this figure take 80 per cent 
of the remainder, and you have your 
building insurable value, which may be 
more or less than what the assured 
paid for the property. 

Figuring stock, fixtures and ma- 
chinery, sound value is more compli- 


cated, as each item is different. But 


the basic figure is the same, i. e., the 
replacement cost under conditions at 
the time of the loss. Depreciation is 
quite a problem. Some machines may 
be useful for 20 years. If they have 
been used half of their allotted time, 
depreciate the replacement cost by 50 
per cent. The market values of stock 
are usually easily ascertained, and they 
are not usually subjected to deprecia- 
tion unless it is out of date and not 
marketable. 

You will be surprised to find how in- 
terested your assured will be in dis- 
cussing values, provided you know your 
subject. I always use the expression 
“This is the amount of insurance to 
which you are entitled,” not “This is 
the amount of insurance you must 
carry in order to get the co-insurance 
rate.” 

You and I both know of many as- 
sureds who refuse to discuss values 
and just take a chance. I sometimes 
wonder whether or not I am making 
a mistake in keeping such assureds on 
my books, for when a loss occurs they 
are usually poor sports and set up such 
a howl that it gives me poor advertis- 
ing. But I do keep them, just as you 
do, with the hope that sometime they 
will reform or be immune from losses. 

Remember that the fire insurance 
policy does not replace new for old— 
that it is not supposed to pay the 
assured a profit. All used articles 
should be depreciated and the assured 
compensated accordingly. If we re- 
placed new for old, I would hate to 
think of our loss record, although we 
do stretch a point occasionally when 
the situation seems to demand it. 

The assured should understand that 
the fire insurance policy does not cover 
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damage from what we call “friendly 
fires.” . For instance, a fur coat may 
be hung in front of a fireplace and 
singed by the heat, although fire ac- 
tually does not occur. Such a loss is 
not covered. 

Neither do we pay losses caused by 
electrical disturbances in motors, 
radios, etc., when no outside fire oc- 
curs, nor do we pay for losses caused 
by explosion, windstorms, riots, etc., 
unless fire occurs, and then only for the 
fire damage. Nor are we liable for fire 
damage after a building collapses due 
to some other element than fire. 

It is the agent’s duty to explain all 
these things to his assured before a 
loss, and most successful agents try to 
do so and, incidentally, to sell protec- 
tion against the hazards which are ex- 
cluded. 

It is also the agent’s duty to serve 
the assured when his loss occurs. Then 
he shows what his service talk means. 
The assured is usually in an agitated 
state of mind and needs diplomatic 
handling. The policy clearly states 
what to do in the event of a loss. 
The property must be protected from 
further damage, the companies noti- 
fied, an inventory of the damaged and 
undamaged. subjects prepared. All 
these should be done under the agent’s 
supervision and prepared for the ad- 
juster, who merely checks the claim for 
the company. 

It is up to the agent to start the 
loss settlement, and his actions directly 
after the loss will determine to a great 
extent the fate of the assured. When 
there are a number of agents on the 
risk, it is then that the agent who 
knows his business stands out and his 
opportunity for making a lasting im- 
pression through the service he ren- 
ders is very great. Remember that 
the average assured only has one loss 
in a lifetime and the experience is new 
to him. He needs the agent to help 
him present his case, for the companies 
have trained specialists handing their 
interests. 

If the loss is of such size that it is 
impossible for the agent to handle it, 
there are a number of honest and skill- 
ful public adjusters who render real ser- 
vice and who will prepare the claim for 
the assured and negotiate the settle- 
ment, receiving a fee for their efforts. 
It is much more desirable to have these 
specialists than to engage a lawyer, 
who is simply lost in such matters. 

Your assured is entitled to your best 
efforts and advice in assisting him to 
secure a fair and prompt settlement, 
and the agent who fails to appreciate 
this is not really in the insurance busi- 
ness. It is just as important, however, 
that the agent refuse to assist his as- 

(Concluded on page 39) 


Fire and Casualty 
Educational 








34 





Building Up a Loeal Agency 


Methods for Agents 
Who Advertise in 
Local Papers 


can be, and is, wasted in advertis- 

ing than in any other branch of 
business. This is even more true of 
publication advertising than of direct 
mail because more technical knowledge 
of the business of advertising is neces- 
sary to economically use publications. 


ie an old saw that more money 


Two Principles of Media 
Selection 

Publication advertising naturally di- 
vides itself into two classifications: 
magazine and newspaper. I don’t think 
the average local agent will ever have 
to bother his head about any magazines 
except farm papers. It may happen 
that there is a weekly or a monthly 
general magazine in your locality which 
reaches an important number of your 
prospects, but what I will say about 
farm papers will apply equally well to 
general magazines, excepting, of course, 
that the copy must be attuned and 
written, as it must in all publications, 
to suit that large class of the particu- 
lar magazine’s circulation you are try- 
ing to reach. There are two paramount 
principles which should guide your se- 
lection of media: First, it is important 
to know the habits and customs of your 
prospects and clients; second, to reach 
them economically it is necessary to 
have a definite plan of procedure. 


Selecting Your Media 


It is presumable that, including both 
newspapers and farm papers, the aver- 
age local agent will have a choice 
among only a few—six at the most, and 
very often only one publication which 
has the large part of its circulation in 
his territory. The first problem, then, 
is: Which paper or papers? Of course, 
the number of papers you use and the 
space you contract for are both de- 
pendent upon the size of your appro- 
priation, that is, how much money you 
are going to ‘spend for space over a 
period of a year or more. More of this 
later. 

The ideal method of choosing publi- 
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HAT newspapers 

shall I advertise in? 
How mueh space should 
I buy for each insertion? 
How often should the ad 
appear? What style of 
eopy should I write? 
These are some of the 
questions Mr. Mason an- 
swers in his second ar- 
ticle on promoting loeal 
agency sales. You can use 
more and better adver- 
tising at less cost if you 
follow his advice. 


cations is through analyses of their 
circulations to find out how many of 
your prospects they will reach. Then 
divide the column inch rate by the re- 
sultant figure. The result will be a 
many-ciphered decimal which provides 
a very handy way of comparing vari- 
ous media. 

Suppose the largest paper in your 
town has a circulation of 10,000 and a 
column inch rate of twenty cents. But 
a circulation analysis tells you that 
4000 of these go to industrial families 
whose incomes average less than $2,000 
and you’ve learned that they are poor 
prospects. It shows also that about 500 
of these papers go to ex-residents and 
other out-of-town people who are not 
prospects and another 500 to people a 
little out of your territory where ex- 
perience has taught you it does not pay 
to do business. So you are only inter- 
ested in the 5000 remaining. Hence: 

.20 
— = .00004 
5000 

Then there is another paper, one of 
two smaller ones, with a 6500 net paid 
circulation (make sure your bases of 
comparison are guaranteed net paid 
circulations and not simply distribu- 
tions) and with a column inch rate of 
eighteen cents. Through a comparable 
circulation analysis (they’re known as 
“break-downs’’) you learn that 4800 of 
its circulation goes to what you judge 


are your prospects. Then: 
Bes = .000038 
4800 


Article Number Two 
of a Series by Jarvis 
W. Mason 


The third paper has a total circula- 
tion of 3300, the rate is twelve cents, 
and all but 1000 of its circulation is 
among the poor industrials and out-of- 
your-territory farmers. So: 


AZ, 
—. = 00012 
1000 

Obviously, then, given the same copy 
and the same space, the second paper 
will reach more prospects per dollar, 
so it is the most economical. This 
method of comparison applies equally 
well to weeklies and dailies, but it 
should be borne in mind that a weekly 
paper, particularly when it is the only 
paper in the home, is likely to be more 
completely read. 

Now this looks like a beautiful cast 
iron method of evaluating papers, but 
let me warn you that you'll have con- 
siderable difficulty getting break-downs 
which are comparable—provided you 
can get them at all. Furthermore, 
space salesmen will draw all sorts of 
beautiful comparisons, in favor of their 
own paper, of course, based upon prob- 
ably questionable but seemingly won- 
derful figures and fancies. You must 
inquire into the sources of break-downs 
for often they are a decade out of date 
or they are based upon such a small 
percentage of the circulation that they 
are not really representative. The sys- 
tem is full of pitfalls but it is the best 
way, nonetheless, and, like all ideals, it 
must be tempered to fit the situation. 


A ppropriations 


The amounts of appropriations are 
arrived at in so many different ways 
and local conditions set limitations upon 
any definite ruling on this point, so it 
is impossible for me to be of any great 
help to you here. I will simply set 
down a few of the methods used by 
thousands of advertisers, add a few 
words of suggéstion as to their appli- 
cation to your problem and let you take 
your choice. 
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Four Methods 


1. Use a certain percentage of 
last year’s commissions. Suppose 
your total commissions were $16,- 
000 and you decide you can afford 
to use 5 per cent, then your total 
appropriation is $800. 

2. Using a definite percentage of 
anticipated sales for the coming 
year. This is obviously better than 
1, if you are newly established or 
for some other reason you are plan- 
ning extraordinary expansion 
where next year’s commissions are 
expected to be far more than last 
year’s. 

3. Deciding what advertising is 
necessary to uphold present busi- 
ness and anticipated expansion, as- 
certaining the costs of production, 
mailing and space, and then setting 
aside the resultant amount. The 
trouble with this method is that 
you may set up a seemingly con- 
servative plan, 
work into getting correct figures, 
and then find out that you haven’t 
the money. 

4. Putting all the money you can 
possibly obtain into advertising 
and reinvesting a percentage of the 
additional commissions again in ad- 
vertising. This may seem a waste- 
ful and doubtful method, but un- 
less you have a goodly supply of 
comparable data for previous years 
it really is the best way, provided 
you apportion each month’s budget 
definitely and have a complete, yet 
flexible, plan to work on. 


A pportioning Your Appropriation 


You must decide, first of all, what 
percentage of the money will be spent 
on each of the several types of adver- 
tising. This depends largely on local 
conditions, but in a general way your 
advertising may be divided into two 
classes: institutional and sales promo- 
tional, or, in other words, that which 
seeks to impress the reader with the 
solidity, the dependability, the extraor- 
dinary service you render and that 
which seeks to promote the sale of spe- 
cific policies or kinds of insurance. For 
the first, use publications; the second, 
direct mail. While your agency is 
small and little known it seems best io 
devote the largest part of your appro- 
priation, say 75 per cent, to sales pro- 
motion. Later, when you are well es- 
tablished and have a large clientéle 
whose good-will you must hold, then 
the newspaper advertising should pre- 
dominate. 


How Much Space? 


Your appropriation is made up, the 
percentage to be spent on publications 
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put considerable . 


has been arrived at, the right paper or 
papers have been selected so all that 
remains is: are you going to use small 
space every day or large space every 
month? This also depends upon the 
character of your medium. Take an 
issue of it, find out what the average 
size of the advertisements are and 
make yours fifty per cent larger. Then 
advertise, at regular intervals, always 
on the same page if possible, as often 
as your money will permit. 


Copy 


Later in this series of articles I will 
discuss copy more at length than I can 
here. However, there are certain prin- 
cipals which are paramount. Build 
your copy around the service given by 
a personality or a group of them. Sell- 
ing insurance is still one man doing 
business with another and not a buyer 
dealing with a corporation. It is pref- 
erable to write in a succinct, conversa- 
tional style. Visualize your average 
prospect and write to him—not at the 
group. Capitalize on news of wide 
interest by applying your service to it. 
If a large apartment has just burned 
suggest to other apartment dwellers 
that they should insure before a like 
catastrople overcomes them. Should 
there be a_ sensational series of 
robberies or a near-by trial of a well 
known burglar, feature it. Use few 
words with plenty of white space but 
make your few words say something 
new or different in an original way. 


Illustration, Layout and Printing 


No doubt about it—pictures attract 
attention. But unless you have a 
source of cuts that are original and 
different, unless you can have sketches 
or photographs made up for you at a 
reasonable price, unless every illustra- 
tion you use ties in definitely with the 
copy—don’t use them. 

Good layout consists of two things: 
balance and originality. All the ink 
mustn’t be in one corner because your 
advertisement will look lopsided. 
Neither must it be evenly distributed 
over the space or it will be common- 
place, uninteresting and violate the 
Golden Rule of the layout man—It Must 
Have Attention Attracting Value! Take 
a half dozen of the largest national 
magazines, flip over the pages hurriedly 
—that page that stops you is well laid 
out unless you instantly brand it, sen- 
sational, tabloidish. Study these gems 
of the advertising art and guide your 
own layouts by them. 

Before you order cuts or electrotypes 
find out what the mechanical require- 
ments of the paper are in this regard. 
The paper it uses dictates how well 
halftones can be reproduced. Unless it 
uses a harder finish paper than or- 
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Phil Braniff on 
Selecting Risks 


MAN selects his wife carefully be- 
A cause he expects her to be with 
him for a long, long time. Insurance 
risks are much like wives. Of course, 
they don’t care what time a fellow gets 
in nights, but they have the same “long, 
long time” value. 


The careful selection of a risk means 
more to the average agent than he 
thinks. The immediate commission is 
an important factor, but the commis- 
sions to follow are infinitely more im- 
portant. An agent who is conscientious 
and careful about the risks he takes for 
his company may, in the first few years, 
develop a smaller amount of business 
than the agent who goes after volume 
without regard to danger, but in a few 
years the business proves that the con- 
scientious agent has all the best of it. 
His company has confidence in him and 
does not question his recommendation. 
His assureds regard him as a conserva- 
tive agent and feel that their business 
is better cared for. 


On the other hand there is the “big 
flash” agent. He is a regular whiz at 
times. His knowledge of the insurance 
business is limited to the commission 
schedule. He expects the company to 
take care of itself. He gets some big 
premiums and the company may suffer 
some big losses as a result. In time he 
finds himself forced to change com- 
panies. He thinks it is the fault of the 
company that he makes the change, but 
sooner or later he is confronted with 
the fact that it is HIS OWN FAULT 
and the companies are wise to him. 

It is a proven fact that agents who 
have studied their business and sold 
their protection carefully have always 
profited by it, while the agents who 
have been governed solely by the com- 
mission schedule have invariably met 
with disaster.—Tebco Messenger. 








dinary newsprint I’d say stick to line 
cuts. You won’t be so often dis- 
appointed with results. Make sure the 
column is more than 2 1/8 in. before 
you order a 2 1/8 in. cut. Inveigle a 
sample book from your local printer, 
have the compositor of the paper mark 
what typefaces he has in stock so you 
won’t be forever requesting or ordering 
type he hasn’t got. Always specify 
type — newspaper compositors have 
strange ideas. A study of national 
magazine advertising will teach you 
many things about using different kinds 
of type faces and new combinations of 
old kinds which will make your 
finished advertisement surprisingly at- 
tractive and readable. 
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Increasing Your Fire 


Premiums 
(Concluded from page 3) 
not be. But in others it can be 


done, as proved by the fact that it is 
being done. One agency in particular 
—a large one in a large city—has de- 
veloped a highly profitable clientele 
among big establishments based on this 
service. At its own expense and based 
on its own experience, it has prepared 
printed forms for appraisals, engineer- 
ing reports and recommendations, anal- 
ysis of insurance needs and policy rec- 
ords, all of which goes to the prospect 
in bound form. 


Big Business Methods 


It is difficult to imagine an execu- 
tive of a big business refusing his ac- 
count to a man who has sufficient acu- 
men and initiative to lay a presentation 
of that type on his desk and say, “Mr. 
Brown, there’s a complete answer to 
all your insurance problems—all under 
one cover. If you will permit me to 
take care of your insurance regularly, 
the job will always be as comprehen- 
sive as this, as‘well planned, and will 
give you maximum sound protection at 
minimum cost. And a glance through 
this will convince you that you can get 
all these things with very little time 
spent on your part if you accept this 
well knit plan instead of spending no 
end of time following the dangerous 
practice of piecing your insurance to- 
gether with a half dozen agents.” 

It must be admitted that there are 
a number of things affecting the prac- 
ticability of this general plan. In a 
small agency it will not usually be fea- 
sible to spend the time necessary to 
build up accounts of this kind unless 
the agent has a sizable bank account 
to fall back on and can afford to let 
the ordinary run of business slide while 
working on the exclusive accounts, or 
else live assistants to handle it. The 
advisability of doing that must be de- 
termined by the probable number of 
big accounts available, the successful 
acquisition that is likely, and the profit 
to be derived. 

On the surface it might appear that 
the subject offers little of interest to 
the small agency or the agent in a 
small town with few really large lines 
to control. But the other angle of this 
is that the smaller agency can ap- 
proach, for their exclusive accounts, the 
moderate size businesses which can be 
handled with no great outlay of time 
or expense, and which can be serviced 
without turning normal routine topsy- 
turvy. 

As these accounts grow in size, the 
agency will grow with them, and in due 
course the group, accounts and agency 
alike, will have expanded to a point 
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where the agency will automatically be 
in the big agency class—and possibly 
then ready to consider plucking the ul- 
tra big plums. 

Of the agents approached on this 
subject there were none in cities of 
less than 150,000 population giving a 


really extensive service. From that 
may be deduced the fact that the prac- 
tice of deliberately campaigning for 
exclusive accounts has not gained uni- 
versal acceptance. In fact, the writer 
was much surprised to find how little 
this is being done. 

But it is a coming practice, and the 
wise agent will lead the attack in his 
community. It is no more logical for 
a large property owner—merchant or 
manufacturer—to attempt to cover all 
the ramifications of his insurance prob- 
lems through contact with a half dozen 
agents of whom none usually has a 
chance to visualize the client’s real 
needs, than it would be for Secretary 
of the Navy Adams to expect a group 
of contractors to throw together a first 
line battleship, without a central plan 
developed by a naval architect. It takes 
one man or staff to do the planning, no 
matter what the job, and when insur- 
ance salesmanship is developed to the 









point that it will be in the near future, 
that fact will not be lost sight of by 
any aggressive agent. 

It is a fact that will be handed the 
insurance-buying public so often that, 
before you know it, buying habits wil] 
ibe changed, and the agent who is not 
prepared to analyze a client’s each and 
every need and insure and service them 
will find himself in a cold, cold world 
with a dwindling premium income. 

This condition will not come over- 
night, but in these days shifts in busi- 
ness practice and habits are amazing- 
ly rapid. Whether to drive for more 
exclusive accounts during 1930 is some- 
thing only you can decide. 

First begin within, with an analysis 
of your organization. Second, with- 
out, with a survey of what you have as 
prospect material. Then, if you decide 
to go ahead, develop your own service 
plan. On your judgment and thor- 
oughness in doing these three things 
will depend the results, for any agency 
which has a complete insurance plan 
to present in clean-cut fashion need not 
worry about the approach. 

It’s the old success rule with a new 
application, the result of planning your 
work and then working your plan. 





Don’t Overlook Forgery Insurance 


Here Is a Coverage That Is a Year-Round Seller and 
Is Needed by Small Business Men as Well 


as the Larger Corporations 
By E. J. WALSH 


Canadian Manager, New York Indemnity Company 


in the agent’s line is forgery in- 
surance. 

Agents and brokers cannot depend 
alone on seasonable lines, as there are 
periods throughout the year when these 
seasonable lines are inactive. At such 
times all the year-round sellers should 
be pushed. Check forgery and alter- 
ation insurance is an _ all-year-round 
seller. 


Agent’s Responsibility 


Ox of the best year-round sellers 


An agent’s clients depend on him to 
see that they are properly protected 
against loss from any causes that can 
be insured against, and if one of these 
clients suffers a loss through the alter- 
ation or forgery of a check he is not 
as interested in the fact that his agent 
could have sold him insurance against 
the loss as he is in whether the cover- 
age is there and the loss saved. Even 
though you feel that he would not be 
interested in the cover, you are obli- 
gated to at least offer it to him and 
point out the exposure he is carrying. 





If you don’t, some other agent may, 
and it might cause you the loss of a 
good account. 

What does the average agent know 
about forgery insurance? Does he 
know, for example, that there are two 
forms of cover—one called depositors’ 
form, covering all checks issued by the 
assured, on which the rate is $5.00 per 
thousand per annum, and if the in- 
surance is desired to cover branches, it 
can be extended at an _ additional 
premium of $1.00 per thousand per 
branch. The other form—known as 
the commercial form—covers both 
checks issued by the assured and checks 
received by him in the conduct of his 
business. The rate for this policy is 
$10.00 per thousand per annum, with 
additional charge for extending the in- 
surance to branches of $2.00 per thou- 
sand per annum per branch. 

The insurance is .very reasonable, 
and in consideration of that fact no 
firm whose checks are circulated freely 
should be without the protection. 

(Concluded on page 49) 
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Municipal Auto Liability Insurance 


A Vast, Potential Field of New Insurance Looms for 
the Local A gent with the Development of the 
Theory of Municipal Liability 


it follows that insurance as an 
institution and local agents both 
as insurance men and as citizens have 
an interest in this development. Pos- 
sibly no other calling will be affected 
as much as ours, with the exception 
of the bar. 
It behooves us always to be alert 
for new fields of insurance enterprise, 
just as aggressive manufacturers and 


L our findings thus far are sound, 


merchants have an ear to the ground 


to detect early indications of change in 
living conditions affecting their busi- 
nesses. 

Rain .insurance is perhaps already 
past the pioneering stage, and aircraft 
coverages are swiftly and surely mak- 
ing a place for themselves. The Ger- 
man insurance press is concerned with 
the possibilities of that country regain- 
ing its lost position in the world mar- 
ket by developing Jugoslavia where 
business is now transacted in a most 
difficult and limited manner. The pro- 
tection of patent rights, both offen- 
sively and defensively, is having atten- 
tion, two companies being engaged in 
an effort to work out a stable basis of 
operation in that field. The theories of 
live stock coverages are being carried 
to the hazards of poultry raising by 
a recently organized St. Louis concern, 
and the bonding of lawyers to combat 
the lowering of ethical and moral 
standards as the aftermath of com- 
petition in large centers is the subject 
of editorial discussion. 


Which Leads the Way 


It is said by some that business fol- 
lows the law; and by others that the 
law follows business, and stays about 
twenty years behind it. While insur- 
ance methods may influence general 
business practices to some extent, it is 
obvious that business as a whole will 
have little patience in waiting long for 
us to keep pace with it. The times con- 
tinue to change and insurance prac- 
tices must respond with reasonable 
alacrity, though not without caution, 
deliberation and circumspection. 





*12/29/°27. 
tA letter to the writer. 
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By CLAYTON G. HALE 





HE accompanying article is 
"hth concluding one of a series 
of four papers on the subject of 
liability insurance for municipal 
automobiles, the first instalment 
having appeared in THE SPEC- 
TATOR for December 12. The 
author, Clayton G. Hale, well- 
known Cleveland underwriter, 
has made an exhaustive study of 
this controversial question and 
the resultant articles contain im- 
portant documentary evidence of 
great value. At a time when it 
is the consensus that the insur- 
ance business will grow only 
through the discovery and culti- 
vation of new lines of insurance, 
this research of Mr. Hale’s into 
the possibility of opening up a 
new and profitable market should 
stir the imagination of all for- 
ward-looking company officials 
and fieldmen. 

EpITor’s NOTE. 











More concretely, several legislatures 
are now taking an interest in this 
issue. They can change in a day, by 
statutory enactment, this old doctrine 
which the common law has labored with 
so long. Insurance men have a 
voice in such legislation. Two sections 
of the Pennsylvania motor vehicle code 
which went into effect in 1928 have 
a bearing on the subject. The first 
provision (Sec. 620) provides that 
“every county, city, borough, incorpo- 
rated town or township or other public 
corporation within this commonwealth, 
employing any person, shall be jointly 
and severally liable with such person 
for any damages caused by the negli- 
gence of such person while operating 
a motor vehicle upon the highway in 
the course of his employment.” The 
National Underwriter* observes that 
“This seems to let the bars down for 
claimants, and to open wide a field for 
new insurance and for many more 
suits being brought on automobile 
claims.” 

In the Ohio Legislature there was 


introduced the Chappelear Bill (Senate 
Bill 198) providing that County Com- 
missioners could insure county owned 
and operated automobiles with full 
coverage. The bill passed the Senate, 
but the author insisted upon referring 
it to the Committee on County Affairs 
in the House, against the advice of 
Judge W. H. Tomlinson, general coun- 
sel of the Ohio Association of Insur- 
ance Agents. The Judge had serious 
doubts as to the constitutionality of the 
bill as it was drawn, but supported 
it and argued before the committee 
that the County Commissioners ought 
to be permitted to buy insurance if 
they wanted to. The committee, how- 
ever, thought otherwise, and the bill 
was killed as predicted. It has since 
been revived and has passed the 
Judiciary Committee. 

Judge Tomlinson’s personal views 
are well expressed in these folowing 
words}: “Just why courts still cling to 
that old idea I do not know, but some 
of these days the old archaic thought 
will be modified. In just a general 
way I have observed quite a few de- 
cisions which rather tend to shatter the 
old dogma.” 


A New Field in Prospect 

It seems manifest that there is no 
reason why a government, created and 
maintained for the express purpose of 
protecting the individual rights of each 
and every one of its citizens should ex- 
empt itself from making restitution 
when damage is done to some indivi- 
dual through a negligent act on the 
part of one of its agencies. If it is 
impossible for public owned vehicles 
always to be operated in a careful and 
prudent manner (which undoubtedly is 
the case), provision ought to be made 
for the injured parties and the bill 
for damages honored by the citizens as 
a whole who were being served at the 
time of the accident. This appears to 
be sound logic and has been the labori- 
ous trend of the law since the founding 
of this Nation. In recent years it has 
been given a great sociological impetus 
through the automobile; and when it 
comes to pass, a new field of insurance 
usefulness will have been created. 
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The Last ' Week! 


Hundred Million Club 
Finishes Experiment 





THE QUESTION: Can a highly-organized PENN 
MUTUAL Agency, not merely maintain, but also 
healthily increase, production during a month’s absence 
of its chief ? 

THE EXPERIMENTERS: J. Elliott Hall, New York City; 
Frank H. Davis, Denver; John A. Stevenson, Philadelphia; 
Alexander E. Patterson, Chicago; E. R. Eckenrode, Harrisburg; 
Holgar J. Johnson, Pittsburgh; ~_these comprise our Hundred 
Million Club, the combined annual production of their Agencies 
exceeding that figure. These leaders in the first week of January 
accompanied President William A. Law and Vice-President Hugh 
~ ~~ a series of General Agents’ Conferences which ended 
ast wee 


FOURTH WEEK: In the three previous weeks we have 
published in this space the record for January 1-10, January 1-17, 
and January 1-24. Below are the figures, official, for January 
1- oo pa -for new business,—the comparison being with January 
in — 


Gain 
Per Cent 
J. Elliott Hall a, dad Ash ML pee 6 
oo OS nn. | 
dele A. Slevemsen . . 5 4 et lt ltl ll 34 
Alexander E. Patterson ........ 37 
E. R. Eckenrode ae ae a en ee 
Holgar J. Johnson oie tote Pitee ts haste ee 76 


A Summary Bd this Daring Experiment will appear Next 
Veek. Watch for the Figures! 























Satisfying Service 


The MUTUAL BENEFIT LIFE 
writes policy contracts that meet the 
needs of the people; assists its agents in 
presenting these contracts; and gives to 


policyholders a service that satisfies. 


The 


Mutual Benefit Life Insurance Co. 
Newark, New Jersey 


Organized 1845 
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STATE MUTUAL LIFE 


ASSURAN - COMPANY 


WORCESTER, MASSACHUSETTS 


——————$__—_——_ 








Announces as of January 1, 1930, 


A New Book of Sales Material 


Which Makes the Company’s Selling Plans and Aids Quickly 
Available to Meet 


EVERY SALES PROBLEM 








INCORPORATE) 1844 — EIGHTY-SIX YEARS OF SERVICE 





eneral Accident 


FIRE AND LIFE 


7. ASSURANCE CORPORATION, lid. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 4%" & WALNUT STS. 
PHILADELPHIA 





































Over a Century Old 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 


















Maryland ! ! 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 





George Washington Life Insurance Co. 


Charleston, West Virginia 
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NEW PAID INSURANCE 1929 
$147,858,997 
INSURANCE IN FORCE 
$1,202,101,059 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BOSTON, MASS. 
Chartered 1835 
































for INDIANA 
GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


Commonwealth Life Insurance Co. 
LOUISVILLE, KY. 
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North Carolina Agents Have Been 
Organized for 32 Years 


President of the Group That Will Be Host to the 
Forthcoming Mid-W inter Conference at Charlotte 
Tells of State Association's Work 


By SAM RUFFIN 
President, North Carolina Association of Insurance Agents 


HE North Carolina Association of 

Insurance Agents was organized in 
Raleigh, N. C., on Oct. 27, 1898, at 
which time there was practically no 
law in North Carolina regulating or 
supervising insurance companies. Our 
State, like many others at that time, 
was without an Insurance Department, 
and the insuring public was at the 
mercy of numerous irresponsible com- 
panies, domiciled in States which had 
no supervision, offering to accept risks 


at much lower rates than those charged- 


by responsible companies regularly 
licensed in this State. These irrespon- 
sible companies sent out statements 
which would indicate that they were 
in strong financial position, but when 
the test came it was found that their 
assets were in securities of no value. 
The policyholders could not collect their 
claims. This tended to bring the whole 
insurance business into disrepute. 

A number of the leading local insur- 
ance agents of the day felt that they 
could accomplish something by the for- 
mation of an Association of Insurance 
Agents and at the same time use their 
efforts in the establishment of an In- 
surance Department in North Carolina 
for the purpose of supervising the in- 
surance business; the response to the 
efforts of the leaders was very favor- 
able, the first meeting was held with 
about one hundred agents present and 
the organization was perfected. 

I believe that the North Carolina 
Association of Insurance Agents can 
be given credit for the establishment 
of the Insurance Department in our 
State at that time, and I am sure you 
will agree with me that this was a 
great accomplishment. 

For the past thirty-two years the 
North Carolina Association of Insur- 
ance Agents has gone forward and has 
always supported right principles and 
opposed bad practices in insurance 
underwriting; we are also interested 
in getting our cause before the various 
civic organizations and chambers of 
commerce; our membership is always 
willing to help in any good cause, such 
as fire prevention, insurance day and 
educating the public to insurance needs 
and fire prevention. 

In recent years the membership has 
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been enthusiastic and cooperative in 
legislative work, and the insurance 
fraternity was instrumental in getting 
the Workmen’s Compensation Law 
passed in this State in March, 1929, 
the law becoming effective July 1, 1929. 

In 1927 there was a bill introduced 
in the North Carolina Legislature 
known as the Compulsory Automobile 
Insurance Bill; as the reasons for op- 
posing this bill were obvious, we im- 
mediately began a campaign to defeat 
it, resulting in the bill being killed in 
committee. I could give you many 
reasons for opposing this bill as pre- 
sented by us to the press and various 
members of the Legislature, but space 
will not permit. However, compulsory 
insurance would tend to increase rather 
than decrease accidents, as all evidence 
points to the probability that it would 
breed recklessness rather than promote 
care. Such legislation is in no case 
a safety measure, as there is no rela- 
tion between prevention of accidents 
and compensation for accidents. 

It will be recalled by all fire and 
casualty insurance agents belonging to 
the State and National Associations 
that about two and one-half years ago 
the National Association of Insurance 
Agents inaugurated a five-year develop- 
ment program; in this program a 10 
per cent increase in membership was 
set up for each State for each year, 
and in behalf of the North Carolina 
Association of Insurance Agents I am 
proud to state that we are ahead in 
the five-year program for increase in 
membership; at our annual convention 
in May, 1928, the second year of the 
five-year program, we were much ahead 
with our increase of 20 per cent. Our 
membership at the close of business— 
August 31, 1927, the beginning of the 
five-year program—was 191, and our 
10 per cent increase would have been 
210, but on August 31, 1928, we had 
271, which gave us an increase of 
about 42 per cent for the first year. 
However, we lost quite a few members 
during the second year, but we still 
have managed to hold our standing, as 
being one of the eleven States that 
have gone over the top, as our quota 
for August 31, 1929, was 230, and we 
had 258, thereby giving us an increase 
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of about 22 per cent for the second 
year, and before August 31, 1930, I 
hope to gain back our 20 per cent and 
still hold to our original gain of 42 per 
cent. 

This year, as I am serving my second 
year as president and seventh year as 
an officer of the North Carolina Asso- 
ciation of Insurance Agents, it is my 
aim to establish as many local boards 
as I can throughout the State, to secure 
as many new members to the State and 
National Associations as possible, and 
always support the principles of the 
State and National Associations. 

The North Carolina Association feels 
that its long established policy of con- 
ference and cooperation will provide a 
ready means for the application of the 
above-mentioned principles and for the 
adjustment of every question that has 
arisen or that may arise between com- 
panies and agents. Such subjects as 
agency limitation, qualification of 
agents, the observance of proper local 
board rules, and every other question 
concerning fair agency competition and 
adequate public service should be ad- 
justed by and through this medium. 


What Should Agents Do 
About Adjustment of 


Losses? 
(Concluded from page 33) 
sured in making unreasonable and un- 
just claims. 

I believe that the company adjusters 
honestly try to dispose of their claims 
as promptly and fairly as_ possible. 
Most of their troubles are caused by 
lack of understanding on the part of 
the assured and the agent and the de- 
sire of both to put each claim on a 
sentimental basis. Of course, the as- 
sured’s claim is important to him, but 
it is just another job to the adjuster. 
I know what most of them go through 
—listening to the same old stories, con- 
tending with insufficient insurance, non- 
concurrent policies, now and then ex- 
orbitant claims—claims that insult 
their intelligence, and all the time they 
must smile, try to cover up the agent’s 
mistakes, and get the loss out of the 
way as best they can. It’s a wonder 
they are fit to live with, and I’m here 
to testify that they earn all they get. 
A good adjuster is the best invest- 
ment in public relations an insurance 
company can make. 

Cooperation in the adjustment of 
losses, from the standpoint of an 
agent, begins with the preparation of 
the policy contract and ends with the 
help and advice of the agent in the 
event of a loss. And skillful coopera- 
tion in this manner is the mark of a 
real insurance salesman. 


Fire and Casualty 
Educational 










































WE WERE PLEASANTLY SURPRISED— 


‘“‘We were pleasantly surprised’’ to receive your air mail letter 


of October the 23rd, enclosing check in payment of a raised check 
from our station at Coyle, Oklahoma. 

We naturally expected a bunch of blank forms to be filled out, 
furnishing additional information and data concerning this matter, 
‘and wish to say that we are more than pleased with the manner 
in which you have settled this claim so promptly. 

Yours very truly, 
Guthrie Cotton Oil Company 
Guthrie, Oklahoma 


Standard Forgery Bonds are a modern form of insurance 
of first importance to every conservatively managed business 
house, in this day of transacting business by check. 


The Standard Forgery Bond offered by The General 
Indemnity Corporation of America provides complete cover- 
age. It indemnifies the assured and his bank against mone- 
tary loss through fraud in connection with any check, draft, 
note, or any other written promise, order, or direction to 


STANDARD FORGERY BONDS 





THE GENERAL INDEMNITY CORPORATION OF AMERICA 


pay a sum in money bearing the assured’s signature or 
purported signature. This includes forgery of signature or 
endorsement, as well as alterations of amount, payee-name, 
etc. 


Substantial 
Credits to Preferred Risks 


Under a merit-rating plan originated by this Corporation, 
users of approved check-writing instruments and / or ap- 
proved safety checks are entitled to reductions from 5% 
to 60% from standard premium rates. 

To users of such equipment, the premium, less credits, 
will be found so low that a single experience of loss in 
a business lifetime would doubtless make this a profitable 
insurance investment. 


Write for schedule of reductions 
naming the type of check-writer 
and brand of safety paper used. 


Chartered in New York State, 1914 


Home Office: Rochester, N. Y. 


New York Office: 217 Broadway, Fitzroy 8352 


Offices in all principal cities 


LOCAL AGENTS AND BROKERS PROTECTED 

















































FIRE RE-INSURANCE 


Treaty and Facultative 





Re-Insurance Corporation 


of America 


60 John Street, New York, N. Y. 


HORACE R. WEMPLE, President 


TOTAL ASSETS $2,154,292.71 





DIVISION OFFICES 


Western Department Pacific Coast Department 
172 W. Jackson Boulevard 114 Sansome Street 
Chicago, Illinois San Francisco, California 
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Reasonable attitude 





towards claims—and swift 
checks when they are allowed 
—is the concrete foundation 
upon which to build agents’ 
co-operation. 















Pennsylvania Surety 


Corporation 
PITTSBURGH, PENNSYLVANIA 


Joseph W. Ward, President 
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CASUALTY-SURETY- 
MISCELLANEOUS INSURANCE 


we 





Merge Commonwealth 
-American Guaranty 


Will Take Over Business of 
Columbus, Ohio, Casualty 


Carrier 





Will Continue Operating 





E. W. Cook, Vice-President and 
General Manager, May Man- 
age Both Companies 


PHILADELPHIA, Feb. 4.—Pursuant to 
its policy of expansion, the Common- 
wealth Casualty is now engaged in tak- 
ing over the business of the American 
Guaranty, of Columbus. The Common- 
wealth will reinsure the casualty lines 
of the Columbus company and will con- 
tinue to operate the American Guar- 
anty as a fire running mate. This an- 
nouncement was made today by E. W. 
Cook, vice-president and general man- 
ager of the Commonwealth. 

Mr. Cook said that details in connec- 
tion with the reinsurance were shaping 
themselves nicely and that a further 
announcement would be made later in 
the month regarding the official family 
of the American Guaranty. Reports 
along the street have it that Mr. Cook 
will be general manager of both com- 
panies. 

Although the 1929 business of the 
American Guaranty was not included 
in the statement of the Commonwealth, 
the latter company had the most pros- 
perous year in its history during 1929. 
Mr. Cook pointed out that the company 
ended the year with total assets of $5,- 
882,449.15, an increase of more than 
$1,700,000 over 1928 and a growth of 
more than 400 per cent in the past six 
years. 


Georgia Casualty Election 


ATLANTA, GA. Feb. 3. — H. C. 
Mitchell of Newark, N. J., was reelected 
president of the Georgia Casualty Com- 
pany at the annual meeting of the com- 
pany held in Macon, Ga. George W. 
Powell, Newark, and J. C. Morton, 
Newark, were named vice-president and 
secretary-treasurer. 
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Employers Reinsurance Shows 
Progress in 1929 


Stockholders of Employers Reinsur- 
ance Corporation, of Kansas City, re- 
elected their entire directorate at their 
annual meeting Jan. 28, and the direct- 
ors in turn reelected the entire staff of 
officers who served in 1929. 

The annual statement of the cor- 
poration as of Dec. 31, 1929, presented 
at the meeting, shows -substantial 
gains in the company’s condition, 
despite the various unfavorable general 
conditions of the latter part of the year 
which affected many companies. As a 
reinsurer in casualty lines, the em- 
ployers’ statement reflects the condition 
of the average casualty companies to 
a considerable extent, and with its 1929 
statement as an index, the casualty 
situation would appear to be normal. 

A gain of $591,000 in gross assets 
is shown, the capital of $1,500,000 and 
surplus of $2,250,000 remaining the 
same. Profits in operation are in part 
disclosed by an increase of $143,000 in 
the Special Reserve, an item analogous 
to surplus. 


Premium Gain 


Premium writings for the year, not 
shown in the statement, were $3,392,- 
000, a gain of $179,000 over 1928; while 
premiums earned were $3,082,500, a 
gain of $164,000 over 1928. 

The corporation reports an entirely 
satisfactory year, with a normal loss 
ratio; and only a slight decline in stock 
investments resulting from the October 
market crashes, owing to the very con- 
servative character of its moderate 
holdings in stocks. Investment earn- 
ings showed a substantial increase. 

The thirty-first consecutive semi-an- 
nual dividend was declared by the 
directors, Jan. 28, the rate being 75 
per cent per share on a par of $10. 

Mr. E. G. Trimble, president, con- 
tinues general management, and Mr. 
Howard Flagg, vice-president, is active 
manager of underwriting activities. 
Branch offices are in charge of Ehmann 
& Co. at New York, Bert P. Whitehead 
at Chicago, and Jack Woodhead at Los 
Angeles. The company is licensed in 
all States except Delaware, Mississippi 
and Nevada, and is also licensed in 
Canada. 








Directors named at the meeting are 
Eugene Black, J. C. Orme, R. P. Jones, 
Robert T. Jones, Jr., Samuel N. Evans 
and J. C. Keating, all of Atlanta; Mr. 
Mitchell, Mr. Morton and Mr. Powell, 
Newark; C. S. Sargent, New York, and 
A. R. Meyer, Boston. 


J. Horace Shale Named 
Penn. Surety Head 


Succeeds Joseph W. Ward 
Who Resigns Presidency 
and Management 








Begins Reorganization 





Revival of Pittsburgh Carrier 
Planned by Directors; Plan 
Financial Readjustment 


J. Horace Shale, former vice-presi- 
dent and general manager of the Com- 
mercial Casualty Insurance Company 
of Newark has been elected president 
and general manager of the Pennsyl- 
vania Surety Corporation of Pitts- 
burgh, to succeed Joseph W. Ward, re- 
signed. The change was made at a 
meeting of the board of directors last 
week, 

According to reports this is the first 
step taken by the company toward a 
complete reorganization of its official 
staff and the financial readjustment of 
its affairs. 

The directorate of the Pennsylvania 
Casualty, including some of the best 
known business men and capitalists of 
the State, is planning to place the 
carrier upon a sound financial basis 
and is soon to conduct a strenuous cam- 
paign to make the company a recog- 
nized factor in the casualty insurance 
field. 

Having been general manager of the 
Commercial Casualty from 1918 to 1928 
during which time the Newark carrier’s 
business was increased from a premium 
volume of $2,550,000 to $12,500,000, Mr. 
Shale is in a position to carry out the 
program outlined by his directors. 


Health and Accident Under- 
writers Conference Meeting 


A special committee appointed by the 
executive committee of the Health and 
Accident Underwriters’ Conference, 
consisting of Harold R. Gordon, chair- 
man, H. C. Bean and H. G. Royer, has 
announced that the annual meeting of 
the conference will be held at the Hotel 
Wawasee, Wawasee, Ind. 
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New York Group Opposes 
Proposed Legislation 


Downing and Crawford Bills 
Attacked by Brokers’ Asso- 


ciations 


The Downing Bill for a State monop- 
oly of workmen’s compensation insur- 
ance in New York was strongly opposed 
about a week ago by members of the 
Brooklyn Insurance Brokers’ Associa- 
tion. A bill introduced by Senator 
James Crawford of Brooklyn, provid- 
ing for compulsory automobile _lia- 
bility insurance was also the target 
for an attack by the association. 
President Mortimer L. Nathanson pre- 
sided at the session. 

Arthur Arnow, president of the 
General Brokers’ Association of the 
Metropolitan District, discussed insur- 
ance activities of the State Legislature 
in one of the principal addresses of 
the meeting. 


Independence Indemnity 
Official Resigns 


L. Hs Bowen, assistant vice-president 
of the Independence Indemnity Co. and 
head of its agency department, has re- 
signed. 

Mr. Bowen has had about eighteen 
years’ experience in_ insurance, most 
of it in agency and business develop- 
ment work. He entered the business in 
1912, went with the United States 
Fidelity & Guaranty Co. in 1915 in de- 
velopment work, became agency as- 
sistant in the National Surety’s organ- 
ization in 1920 and joined the Inde- 
pendence Indemnity Co. in 1923 as 
superintendent of agencies. 


Protective Indemnity 


The Protective Indemnity Co. of New 
York City, a subsidiary of the Preferred 
Accident Insurance Company, has just 
been admitted to Massachusetts to 
write accident and health, motor vehi- 
cle, liability, property damage and col- 
lision and burglary and theft lines. 
The company has admitted assets of 
$1,511,178, liabilities of $11,178, capital 
of $500,000, and net surplus of $1,000,- 
000. Percy A. Goodale of 92 Water 
Street has been appointed agent at 
Boston. 


Phoenix Indemnity Appoints 
Wisconsin Agency 


Stewart Duffield, superintendent of 
the accident and health department of 
the Phoenix Indemnity Company of 
New York, has announced the appoint- 
ment of the Neckerman Agency as 
agent for accident and health lines in 
Madison, Wis. R. J. Neckerman is 
superintendent of the agency’s accident 
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and health department and R. J. Neck- 
erman is president. 

Morris Tahl, well-known New York 
underwriter, has been made _ under- 
writer and claim supervisor in the com- 
pany’s home office. 


Globe Indemnity Conference 


President A. Duncan Ried of the 
Globe Indemnity Company, Newark, 
will be one of the principal speakers 
at a meeting of the company’s Cali- 
fornia and Southwestern field men to 
be held in Los Angeles tomorrow. 
Percy H. Goodwin, chairman of the 


hy 


executive committee of the National 
Association of Insurance Agents will 
be another prominent speaker. 


H. G. Treiss, of 80 John Street, has 
been appointed as agent by the Pro- 
tective Indemnity Co., New York. 


Standard Surety Appoints 
The appointment of Nicholls, Dietlein 
& Elger, Inc., 339 Carondelet Street, 
New Orleans, La., as general casualty 
and surety agents has been announced 
by the Standard Surety and Casualty 
Company of New York. 
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Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
of Credit Insurance? Do you know that thou- 
sands of well-known Manufacturers and Jobbers 
in every line—in every part of the country— 
carry policies of 


American Credit Insurance? 


Do you know that this broad protective service 
is endorsed by bankers? That it is extensively 
advertised? ‘ihat it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Perhaps you know these things, but have said 
that Credit Insurance is too technical, too in- 
voived for you to handle. It is true that it re- 
quires a specially trained agent to sell our poli- 
cies; but we have originated a plan by which a 
General Insurance Broker can function in co- 
operation with our regular agents—and make 
money doing it. 


Why not investigate the possibilities? Find out 
how many of your present clients are not pro- 
tected by Credit Insurance, then write or phone 
any of our offices for full particulars of our plan. 


C The AMERICAN 


CREDIT~- INDEMNITY Co. 


OF NEW YORK J, F.M*° FADDEN, presivant 


Offices in All Leading Cities 


New York, St. Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 


In Canada—Toronto, Montreal, etc. 
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EarLy RETURNS OF CASUALTY COMPANIES 


The following tigures from the statements of casualty, surety and miscellaneous insurance companies, covering the year 1929, have been 
compiled from returns made direct to THE SPECTATOR 











Total 
y Admitted 
; : Capital Stock Assets Net Net Premiums Total Expenses Total 
Name and Location of Company Paid U Jan. 1, 1930 Surplus Written Income i i Paid Disbursements 





$3, 261,950 


$153, 185 
11, 630, 655 2,050,722 
3,943,246 


, 263 
30,143,791] (a)8,329,930 


Abraham Lincoln Life Ins. Co., Springfield, IIL... 
American Automobile Ins. Co., St. Louis, Mo 
American Casualty Co., Reading, Pa 

American Surety Co., New York City 


$528, 134) (f) $1,486, 813 
8,451,299 9,151,922 
2,103,740 , 298,611 
10,088 , 392 , 423, 688 


$341,158) (f) $1,195,210 
3,817,340 8,452,839 
1,069,491 2,101,654 
(b)6,304,075| 11,247,004 


tlein Bond and Mortgage Guar. Co., New York City.... 22,207,775) 10,552,168 
-reet Central Mutual Casualty Co of Kansas City, Mo. 
P ’ Kansas City, Mo 101, 262 68, 848 82 59, 680 
ualtv Citizens Mutual Auto. Ins. Co., Howell, Mich. . 1,836,570 , 874,363 

e Columbia Casualty Co., New York City... 4,668,776 936, 057 
inced Commonwealth Casualty Co, Philadelphia, Pa.. 4,621,290 5,461,331 

Ity Concord Casualty & Surety Co. N. Y. City 877,657 253 , 988 79,017 93,592 None 89, 90, 219 

ualty Consolidated Taxpayers Mutual Insurance Co., 


Brooklyn, N. Y. 187,001 23,565 168, 137 172,058 1,116 None 9,353 80,469 
Constitution Indemnity Co., Philadelphia, Pa 4,171,745 631,569 3,269,764 4,009,997 6 64,366 3,825,940 
Contractors Casualty Co. of Missouri, St.Louis,Mo. 200, 000 312,081 44,453 60, 985 75,922 19,335] None 39,129 
Eagle Indemnity Co., New York City 6, 625, 282 919, 243 4,238,015 4,984,330 2,024,279 None 4, 801, 458 3,865,456 


Employers Insurance Co. of Alabama, Inc., 

Birmingham, Ala. : : 271,023 73, 433 143, 198 151,526 72,489 (e) 40,406 65,335 178, 231 
Federal Casualty Co., Detroit, Mich 806,728 201,548 752,805 837, 993 274,390 50, 000 473,797 806, 696 
Federal Life Insurance Co., Chicago, Ill 12,637,735 243,841 3,428,615] (f) 7,132,108 2,241,371 1,295,430] (f)6,220, 237 
Fidelity & Casualty Co. of New York, N. Y.C.... 38,777,141 , 682,173 25,772, 163 27,951,540 15,828,325 10,517,610] 27,465,936 
org Surety Co., New York City 2,018,970 640, 841 756, 636 3,446,498 61,050} N 280, 854 ,309 

1,502,302 125, 000 883,519} (f)1, 318, 777 354, 851 451,621) (f) 1, ; 090, 362 
None 


Great Western Insurance Co., Des Moines, Iowa... 
Hartford Live Stk. Ins. Co. of N. Y., Hartford, Conn. 1,644,979 712,190 694, 483 456, 255 220, 166 
. G.. 1,027,964 139,007 32,882 256, 823 509,545 


Imperial Life Ins. Co., Asheville, 100, 000 ’ 
Ins. Clerks Mut. Benefit Assn., New York City. . ; Mutual 475,071 67, 151 212,924 56, 96 21,000 29 16,015 
: 200, 000 1,964, 195 948, 992 984,955 


Inter Ocean Casualty Co., Indianapolis, Ind.. A 699, 662 130,889 
845, 633 310, 087 311, 265 432,875 148,319 33, 016 197,119 


Liberty Surety Bond Ins. Co., Trenton, N. J. 1,549, 091 
Madison County Mutual ‘Automobile Ins. Co., 

Edwardsville, Ill Mutual . 125,320 85, 283 124, 133 143, 692 94,720} None 27,369 
Mammoth Life & Acc. Ins. Co., Louisville, Ky... . 200, 000 502,431 - 4,589 392, 888 168,125) None 
Massachusetts Plate Glass Ins. Co., Boston, Mass. 203 , 000 331,062 57,938 102, 902 26,900 
Monarch Accident Ins. Co., Springfield, Mass 300, 1,477,002 2 2,343,302 2,447,042 1,174, 287 
National Fire Ins. Exchange, St. Louis, M Reciprocal 167,809 q 59,504 64,849 5 
Nebraska Indemnity Co., Omaha, Neb 200, 000 560, 051 3 305,821 330,479 148,894 
National Indemnity Exchange, St. Louis, Mo Reciprocal 3 244,211 275,489 
Oregon Auto Insurance Co., Portland, Oregon. . 387,752 405,362 
Peoples Industrial Ins. Co., "Jacksonville, Fla 5,642, 059 202, 883 
Royal Indemnity Co., New York City 15,425,929 16, 666, 862 
Southern Casualty Co., Alexandria, La 1,009, 745 1,207,870 
Standard Accident Ins. Co., Detroit, Mich. . 19, 482, 687) (i)38 , 787,963 
Stand. Surety & Cas. Co. of New York, N.Y.C.. (j) 1,394,950 
The Century Indemnity Co., Hartford, Conn...... ‘ 
Union Title & Guaranty Co., Detroit, Mich....... 
U.S. Fidelity & Guaranty Co., Baltimore, Md.... 
Western Surety Co., Sioux Falls, 8. 
Woodmen Accident Co., Lincoln, Neb. 


3,178,454 


122, 090 
373,301 


17, 348, 761 
1, 263, 587 
8 


10 

3, 599, 628 
84, 009 
1,818, 005 
1,684, 120 
627,324 

5 185, 080 
(t) 15,278,740 
123,34 

1, 569, 630 1,158,444 


23,935, 192 
3, 656, 634 


Co en Co on oa 
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42,205,414 45, Poy 932) 24, 553, 136 44,278,150 
276,501 407 78,261 20 264, 245,118 
1,208,377 1, 285" 217 760, 114 433 , 553 1, 193, 668 


_ 
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(h) To policy holders. (i) Including borrowed money—repaid $17,333,681. (j) Including paid in surplus, $480,000. 
+ Premiums and losses are for the accident and health branch only; capital assets and surplus include the life branch. 
fa) Surplus does not include voluntary contingent reserves amounting to $1,662,814. (b) Underwriting. 
(e te} To policyholders, $38,656; to stockholders, $1,750. (f) Includes Life De pt. (s) Unavailable. 
) Includes $1,000,000 voluntary contingent reserve. 











American Casualty Underwriters 
Receiver Appointed 

LANSING, MicH., Feb. 3. — Judge 
Leland W. Carr, in Ingham County cir- 
cuit court today, signed an order desig- 
nating Commissioner Charles D. Liv- 
ingston as receiver for the American 
Casualty Underwriters, impaired Mus- 
kegon auto reciprocal. 

No representative of the exchange 
appeared on Saturday, the day Judge 
Carr had set for hearing on a restrain- 
ing order preventing the disposal of the 
reciprocals assets by officers of the 
Finance Agency Corporation, attorney- 
in-fact. An impairment in excess of 
$65,000 was shown, the result, the ex- 
aminers said, of mismanagement, in- 
adequate rates, and heavy losses. 

No protest to the court action was 
expected by the officials. 








“The Insurance Man’s Restaurant”’ 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 
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Two Agencies Incorporated 


LANSING, MIcH., Feb. 3. — Two 
agency concerns filed incorporation pa- 
pers with the secretary of State last 
week. The Griswold-Detroit Co., Inc., 
Detroit, which has offices at 760 U. S. 
Mortgage Bond Bldg., has a c2pitaliza- 














NATIONAL 
CASUALTY 


ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY  Salesmen 
forge ahead continually? A post card 
inquiry will do. 

We have a complete line of Commer- 
cial, Industrial, Group and Deferred Pay- 
ment Accident and Health policies. A 
connection with this company may be the 
turning point in your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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Halt Pseudo Insurance Opera- 

: tions 

Pseudo-insurance operations of the 
so-called Commonwealth Service League 
of Detroit were brought to a summary 
halt late last week when Mrs. Patricia 
Richmond, manager, pleaded guilty in 
recorder’s court, to a charge of vio- 
lating the insurance laws. 

The insurance department collab- 
orated with the Detroit Better Business 
Bureau in developing the case against 
Mrs. Richmond. The league, State in- 
vestigators found, had been selling a 
combined burglary insurance, legal ad- 
vice, detective protection, etc., to small 
merchants throughout the city. 








tion of $10,000 and 1000 non-par shares. 
Besides agency and brokerage powers 
it is allowed to operate a general real 


business. Incorporators are: 
Frank E. Fisher, William T. Bohn, and 
George W. Lawson. The Home Agency, 
Inc., Detroit, is capitalized at $1,000, 
and incorporators are: Roy H. Curtis, 
Stewart B. Boyer and U. George Krap- 
fel. 
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EMPLOYERS REINSURANCE 
CORPORATION 


Condensed Statement as of December 31, 1929 


REAL ESTATE, Market Value $217,390.50 
MORTGAGE LOANS 753,526.49 
BONDS, U S. Government $1,004,430.50 

State, County, Municipal 2,314,575.96 

Industrial 619,360.00 


Railroad 207,890.00 


TOTAL BONDS, Market Value $4,146,256.46 
STOGSS .:.. 623,655.00 


TOTAL BONDS AND STOCKS, Market Value $4,769,911.46 
CASH IN BANKS AND ON HAND 1,129,455.97 
PREMIUMS IN COURSE OF COLLECTION (under 90 days) 399,005,33 
INTEREST ACCRUED 73,678.97 
REINSURANCE RECOVERABLE 75,000.00 


TOTAL ADMITTED ASSETS $7,417,968.72 


Liabilities 


LOSS RESERVE: Liability and Compensation (Schedule P Basis) $1,760,417.04 
LOSS RESERVE OTHER CLASSES, Including Investigation Expense 167,932.64 
$1,928,349.68 
RESERVE FOR UNEARNED PREMIUMS 1,257,216.54 
COMMISSIONS ACCRUED ON PREMIUMS IN COURSE OF COLLECTION 123,747.00 
RESERVE FOR MISCELLANEOUS BILLS 5,000.00 
RESERVE FOR STATE AND FEDERAL TAXES 128,977.97 
SPECIAL RESERVE 224,677.53 


TOTAL LIABILITIES $3,667,968.72 
CAPITAL $1,500,000.00 
SURPLUS 2,250,000.00 


TOTAL CAPITAL AND SURPLUS $3,750,000.00 
$7,417,968.72 


roo PNAYV AW 
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EDWARD G. TRIMBLE President 
HOWARD FLAGG Vice-President 
J. B. ROBERTSON Vice-President 
LYNTON E. BLOCK Vice-President 
EDGAR E. SMITH Treasurer 
STANLEY W. IZARD Secretary 
ROBERT M. STAKER Assistant Secretary 
FRANK P. PROPER Assistant Secretary 
S. L. STEBBINS Assistant Secretary 


KANSAS CITY 


LOS ANGELES CHICAGO NEW YORK 
Jack Woodhead Bert P. Whitehead Ehmann & Co. 
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FATHER SUCCEEDED BY SON 


George H. Ackerman 


After forty-one years of continuous 
service in the Preferred Accident Insur- 
ance Company of New York, vice- 
president George H. Ackerman has re- 
tired. During his association with the 
company, Mr. Ackerman served in sev- 
eral executive positions, being ap- 
pointed vice-president a few years ago. 
However, his retirement does not mean 
that the excellent record he established 
through years of untiring effort will be 
interrupted. Neither does it follow 
that the Ackerman name, so well known 
and respected in insurance circles, will 
be lost to the Preferred. 

His son, Edwin B. Ackerman, trea- 
surer of the Carrier, has been appointed 
to fill the vice-president’s post vacated 
by his father. He will also continue as 
treasurer. 

Preferred employees, gathered for 
the occasion of their chief’s last day at 
his desk, expressed their esteem and ap- 
preciation of his association through 
Harry A. Talbot, the company’s general 
counsel, who, after a brief address, 
presented Mr. Ackerman with a remem- 
brance from all members of the staff. 
Mr. Ackerman is celebrating his retire- 
ment by vacationing abroad for an ex- 
tended stay. 


Travelers Open New Branch in 
New York City 


A new branch office for the transac- 
tion of casualty lines has been estab- 
lished in New York City by the Trav- 
elers Insurance Company, and has been 
put in charge of Warner G. Smith, for- 
merly assistant manager in the com- 
pany’s 55 John Street office in New 
York City. Mr. Smith has been con- 
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Edwin B. Ackerman 


nected with the company since Feb. 17, 


1919, and has always been located in 
the New York City territory. 


The Greater New York office of the 
National Surety Company, New York, 
reached a total of $5,518,927 in premi- 
um volume in 1929, an increase of 
$723,425 over the previous year. 








Southern Surety 
Co. of New York 


General Offices 


9th & OLIVE STS. ST. LOUIS, MO. 


Admitted Assets 
$11,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
. Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 


Let the Southern Serve You 
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Would Penalize Companies for 
Late Claim Payment 


A 25 per cent penalty on all insur- 
ance companies for failure to pay 
losses or claims within 60 days and 
waiver of proof if the company does 
not furnish proof blanks upon request 
is provided in a bill introduced in the 
house of the Mississippi legislature. A 
period of 90 days is stipulated between 
the date of the loss incurred and the 
payment of the claim. A similar bill 
was introduced at the last regular ses- 
sion by Hammond. This time it was 
introduced by Hammond and _ two 
others. The bill was referred to the 
insurance committee. 





OR 
FRIENDLY 
SERVICE ” 


NOW is the time to sell 
PLATE GLASS_INSUR- 
ANCE. The NEW policy is 
ALL-RISK in its coverage, 
with the exception of Fire 
losses. 


WIDE-AWAKE Agents will 
promptly seize this OPPOR- 
TUNITY to INCREASE 
their Plate Glass PRODUC- 
TION 


Our SERVICE is at your dis- 
posal. 


Writing 
Casualty and Surety 
Business 


In Forty-three States 


CAPITAL, $1,000,000.00 
SURPLUS Over $1,100,000 
RESOURCES Over $4,000,000 


CENTRAL SURETY 
A URANCE 
CORPORATION. 


KANSAS CTY. MissouRI 
DENNIS HUDSON President 


FOR INFORMATION 
ADDRESS, AGENCY DEP’T. 
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Prominent Agents and Brokers 


Actuarial 
































LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

ow Phenix United States National Fire of 

vise of New —- of New Hartford 

Axtemobile of National Liberty aa 

Hartford of New York _ Casualty Co 

Standard of New State of Bay Indemnity Com- 
Stuyvesant of pany of Amer- 


Yor! 
National Union New York ica 
Pittsburgh BROKERS’ LINES SOLICITED 


GEORGE B. BUCK 
ACTUARY . 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 
































Actuarial 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 








ore 
JNO. A. COPELAND 


Consulting Actuary 
Suite 1027, Candler Bldg. 


Zz Greatest Selling 
Plan Known 


All About it for the Asking 
Write 
The Spectator Company 


243 West 39th Street 
IL New York 




















ATLANTA, GEORGIA 





























—— 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 





ERSTON L. MARSHALL 


CONSULTING ACTUARY 


919 Hubbell Building 
DES MOINES, IOWA 



































WOODWARD, FONDILLER and 
RYAN 
CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 





T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 
































DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE PHILADELPHIA 













































JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 








Producing Permanent 
Policyholders 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new _ salesmanship 
book is divided into two parts, one 
designed especially for inexperienced 
life insurance solicitors, and the other 
for experienced life underwriters. 


The chapter titles are: 


PART ONE—FOR THE INEX- 
PERIENCED AGENT 


(ntelligent Prospect- Closing the Transac- 
ing tion 
Common Sense Ap- Selling Insurance to 


proach Women 
Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 


PART TWO—FOR THE EXPERI- 
ENCED UNDERWRITER 
Snine a Definite Ideas Off the Beaten 


0: at. 
Keeping Old Con- a ia Insur- 
tracts Bright 
Cracking Some Hard snenae Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 


Producing Permanent Policyholders 
sets forth many proved plans and 
business-getting experiences of men 
who have made outstanding records 
in the life insurance business and are 
thus qualified to offer sound advice 
and suggestions to others. 

This practical work is _ substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 






































Room 101 Memorial Bldg., Nashville, Tenn. 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 











SIDNEY H. PIPE, | 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 


Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of "America. 


PIPE & ALLEN 


Consulting Actuaries 















































INDIANAPOLIS 1711-1712 Metropolitan Bldg., Toronto, Ont. 
Omaha Kansas City 
SAMUEL BARNETT ALEXANDER C. GOOD 


CONSULTING ACTUARY 
INSURANCE LAWYER 








1131 Candler Bldg. ATLANTA, GA. 





Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Mo. 





Liability of 
Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 


12 copies... 4.80 50 copies. 16.25 
25 “« .« &95 100 “ . 30.00 


The Spectator Company 
CHICAGO NEW YORK 
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The United States Fidelity and 
Guaranty Company in 1929 
Strong Baltimore Company Reached New High Level 


of Net Production with Total Resources 
Exceeding $69,000,000 


Notwithstanding the financial crisis in 
October last, that great surety and 
casualty insurance institution, the 
United States Fidelity and Guaranty 
Company, of Baltimore, was able to 
show increases in assets, net premiums 
written and reserves, and now possesses 
resources surpassing those at any pre- 
vious time in its history. The com- 
pany’s net premiums amounted to $42,- 
205,414—an increase of $132,721 over 
the premium income in 1928. Its in- 
come from interest, rents and other 
sources, was $2,835,063, which covered 
the payment of $2,000,000 of dividends 
(20 per cent), with a margin of $835,- 
063 to spare. The deductions made from 
net premiums written were, losses paid 
including expenses of adjustment, in- 
spection and accident prevention, $24,- 
649,169; expenses, including commis- 
sions, $15,376,425, and taxes $1,991,444, 
there remaining a credit balance from 
underwriting of $188,376, which, with 
the credit from investments, yields total 
credits for distribution of $3,023,439. 
Of this sum, $1,876,425 was used to 
increase reserves. 


Excellent Securities Held 

The decline in market values of num- 
erous securities, especially in high 
grade bonds, occasioned a mark 
down of $894,534 on the securities 
owned by this company, while after 
making such adjustment, the company’s 
securities which cost $50,979,529, are 
found to have a market value of $52,- 
351,682, indicating that the investments 
of the company are safe and are gen- 
erally worth more than the company 
paid for them. Among the _ stocks 
owned are 25,052 shares of the Fidelity 
and Guaranty Fire Corporation, of Bal- 
timore, which cost and are carried at 
$1,002,080. This fire insurance company 
was organized in 1929 and is under 
the control and direction of the United 
States Fidelity and Guaranty Company, 
whose agents are thus able to supply 
fire’ insurance to their customers in 
other lines. The fire company is now 
operating in forty-seven States, doing 
a substantial though conservative busi- 
ness, and the results of its operations 
have more than met the expectations of 
its sponsors. 

The resources of the U. S. F. & G. 
aggregate $69,277,792, while its surplus 
as to policy holders is $26,176,836, in- 
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cluding capital, $10,000,000; surplus, 
$12,500,000; undivided profits, $2,676,- 
836, and a voluntary contingent re- 
serve of $1,000,000. 

The United States Fidelity and Guar- 
anty Company has expanded its sphere 
of usefulness from year to year, also 
steadily increasing its resources, and 
transacts practically all lines of surety 
and casualty insurance. The extent of 
its business in the main divisions is 
shown by the following figures repre- 
senting net premiums in 1929: Fidelity 
and surety, $11,125,511; burglary, $1,- 
942,301; casualty, $29,137,602. 

The chief items among the assets of 
the company are the following: Bonds 
and stocks, $52,351,682; cash in office 
and banks, $3,604,255; the company’s 
home office buildings as appraised by 
the Maryland Insurance Department, 
$2,186,742; its New York office build- 
ing, $1,029,056; its Philadelphia office 
building, $325,245; mortgage loans, 
$241,044; premium in course of col- 
lection, $8,481,938; interest due and ac- 
crued, $599,163, and other lesser items. 
The company carries its furniture and 
fixtures at $1. The larger items among 
its liabilities are a reserve for 1930 
taxes and expenses in transit, $1,074,- 
695; commissions on uncollected pre- 
miums, $1,601,412; premium reserve, 
$18,238,010, and claim reserves, $21,- 
528,255. 

The market values of the securities 
held by the chief divisions thereof are 
as follows: Government bonds, $6,384,- 
156; State, county and municipal bonds, 
$8,800,713; railroad bonds, $9,852,485; 
public utility bonds, $9,506,342; mis- 
cellaneous bonds, $6,036,245; total 
value of bonds, $40,579,941; railroad 
stocks, $2,104,094; public utility stocks, 
$1,544,150; bank and trust company 
stocks, $3,387,768; miscellaneous 
stocks, $4,735,729; total value of stocks, 
$11,771,741. 

The company took over properties 
last year at a cost of approximately 
$600,000 for which it has taken no 
credit in its assets. 

The company does business in prac- 
tically all of the States and territories 
of the United States and in Canada, 
and has a well organized field force 
which steadily produces an increasing 
amount of business. 


4? 


Advances by Five-Year Periods 


The United States Fidelity and Guar- 
anty Company commenced business 
Aug. 1, 1896, with $250,000 capital. 
During the remainder of that year its 
net premium writings were but $6,752, 
and its assets at the end of the year 
were $281,421. In 1897 the premiums 
mounted to $75,811 and its resources 
increased to $887,613 and in 1898 its 
premiums were $327,969 and its assets 
reached the sum of $1,414,156. Through 
the subsequent years the premium 
writings and assets have increased con- 
sistently, and the capital has also been 
augumented from time to time until it 
now stands at $10,000,000. During the 
last three decades, the progress of the 
company by five-year periods, has been 
as shown below: 


Year Ending Net 


Dec. 31 Premiums 
1899 $ 564,249 
1904 2,135,330 
1909 3,157,565 
1914 7,128,566 
1919 19,610,376 
1924 33,866,191 
1929 42,205,414 


Assets 
$ 2,188,578 
3,330,500 
5,078,905 
8,626,894 
25,751,586 
40,342,282 
69,277,792 


The company has won a place among 
the leaders of the casualty and surety 
companies of the country, and its equit- 
able and satisfactory methods of doing 
business have gained for it a high rep- 
utation. Its conservative yet progres- 
sive management and the large meas- 
ure of success which has attended the 
company’s administration, have re- 
flected much credit upon the company’s 
former president, the late John R. 
Bland, and upon his son and successor 
in office, R. Howard Bland, who has 
well maintained the traditions of the 
company during the eight years 
through which he has_ successfully 
guided its affairs. 


U.S. F. & G. Official Staff 


The United States Fidelity and 
Guaranty Company has had the good 
fortune to have its business conducted 
by an exceptionally well qualified offi- 
cial staff. The present officers are as 
follows: President, R. Howard Bland; 
vice-president, Edwin W. Levering, Jr.; 
vice-president and secretary, W. W. 
Symington; vice-president, J. Kemp 
Bartlett; vice-president and treasurer, 
W. George Hynson; vice-presidents, 
Sidney Hall, Charles L. Phillips, M. 
Barratt Walker, Joseph W. Bristor, 
James W. Cain, Charles C. Conlon, 
W. A. Edgar, C. J. Fitzpatrick, G. 
Porter Houston (comptroller), T. 
Hartley Marshall, John W. Martin, 
M.D., S. Blount Mason, Jr., Joseph F. 
Matthai, L. R. Sollenberger; assistant 

(Concluded on page 49) 
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UNGSUIRA 











STOCKS 

















Annual Dividend Rate 
Dollars Per Share 
High (Asked) 

| Low (Bid) 
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G. Elliott & Co., N.Y. 
Milliken & Pell, N’rk . 
American Surety, N.Y.. 
Curtis& Sanger, N.Y. 
Auto. Ins.,Hart.(N.)... 
ComiaghCs., Hart.. 
Bkrs. & Ship., } N.Y. (N.) 
A. Atkins &Co., ny. 
G. Elliott & Co., N.Y. 
Curtis & Sanger, N.Y. 
Balt.-Am., N.Y.(N.).. 
Gilbert Elliott, N Y.. 
C. Sincere & Co., Chi. 
BostonCas., Boston... 
C. A. Day & Co., Bos. 
H. aot <7 & Co., 
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Boston In, »Bos’n(N.) . 


Day & Co., Bos./........ 
HD. Knox & Co.B’n ee 


Brklyn. Fire, Brklyn.. 
W. Wallace, Lyon & 
7 ee Ee 
Camden Fire C’n, N.J.. 
A. Atkins & Co., N.Y. 
Curtis & Sanger, N.Y. 
G. Elliott & Co., N.Y. 
Carolina Ins., Wilm’n. 
A. Atkins & Co., N.Y. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
Chi. F.&M., Chi. (N.)... 
Clinton Gilbert, N.Y . 
C. a Co., Chi. 
City of N.Y.,N.Y..... 
A. Atkins & Co., N.Y. 
Colum’n Nat. Life, Bos’n 
C. - . Day & Co, Inc., 
H. 7 Knox&Co. B’n 
=. Gen. Life, Hart. 
Conning & Co., - 
Cont’! Casualty, Chi... 
C Sincere & Co., C 
Clinton Gilbert, N. ¥. 
Curtis & Sadger, N.Y. 
Continental Ins., N.Y. 
Eagle Fire, Newark. 
G. Elliott & Co., N. Y: 
Excess Ins. Co. of Amer 
ica, New York.. 
Clinton Gilbert, NY 
Curtis & Sanger, - 
Gilbert Elliott, N.Y.. 
Fid.-Phen. Fire, N.Y.... 
Firemen’s Ins., Newark. 
A.Atkins & Co., N.Y. 


Curtis & Sanger, N.Y.|... 


Milliken & Pell, N’rk . 
GilbertElliott, NY... 
Clinton Gilbert N.Y. 
Franklin Fire, P! 
A. Atkins & ca, N.Y 
Curtis & Sanger, N.Y. 
Glens Falls, Glens Falls. 
A. Atkins & Co.,N.Y. 
ClintonGilbert, N.Y. 
Curtis & Sanger, N.Y. 
Globe & Rutgers, N.Y. . 
Gilbert Elliott;N.Y.. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
Globe Ins., Pittsburgh. . 
W. Wallace Lyon & 
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Hart. Fire, Hart. (N.)... 
Conning & Co., N. Y.. 
Hartford Steam Boiler & 
Inspn. (new) Hartford 
ee Co., N.Y.. 
Home Ins., N.Y. (N. TR 
Gilbert Elliott, N.Y. . 
Hudson Cas. (new) J.Cy 
Clinton Gilbert, N. Y 
Curtis & Sanger, N.Y. 
Gilbert Elliott, N.Y.. 
Imp. & Exp., NY... 
Curtis & Sanger, N.Y 
Gilbert Elliott, N.Y. 
Independ. Fire, Phila.. 
W. Wallace Lyon & 
Co., New York.. 
Indep. Indem., Phila. ... 
W.Wall.Lyon& CoNY 
Ins. Co. of N. Am., Phil. 
A Atkins &Co., N.Y 
Lincoln Nat. Life, Fort 
Wayne, Ind.......... 
Conning & Co., Hart. 
Maryland Cas., Baltim’e 
Gilbert Elliott, N.Y. . 
Mass. Bond. & Ins., Bos. 
C. A. Day & Co., Inc., 
REOMOE 5.ctarcsctcre 
H.D. Knox & Co. Bos. 
—* Title Ins. (Pfd.) 
C.A. Te iia” Inc., 
EHOMUNT, <5 5-5-0008 
Merc. & Manuf. Fire, 
CL 2 
W. Mig 34 Lyon & 
o., New York.. 
Mo. State Life, St. <Louis 
Gilbert Elliott, N.Y. . 
A. Atkins & Co., N.Y. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
National Cas., Detroit. . 
C. Sincere & Co., Chi. 
National Fire, Hartford 
Conning & Co. ., art.. 
Natl. Liberty, N.Y..... 
A. Atkins & Co., N.Y. 
C. Sincere & Co., Chi. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
Nat'l Surety, N.Y...... 
Nat’l Union Fire, Pitts. . 
Gilbert Elliott, N.Y.. 
New Eng.Fire, Pittsfield 
ig sn Day & Co., Inc., 
H.D. a & Co., Bos 
New Hampshire Fi ire, 
Manchester (N.)..... 
ag ne Day & Co., Inc., 
H.D. Kaoxé Co.,Bos. 
New YorkFire, N. Ve, 
W. Wallace Lyon ‘& 
Co., New York.. 
New World Life, Spo- 
kane, Wash.. . 
C. Sincere & Co., “Chi. 
Old Colony Ins., Boston 
C.A.Day&Coine, Bos, 
H.D. Knox & Co.,Bos. 
Pacific Fire, New - 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
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*Current annual dividend rate. 
(b) Present capital, balance of ites pertains to figures as of December 31, 1928. 
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As of December 31, 1928 


As of 
February 3, 1930 


As of 
As of December 31, 1928 February 3, 1930 








COMPANY | 
stock House Specializing 


uidating 
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Total Earnings 


Capital Stock 
Outstanding 
Book Value 
Per Share 
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COMPANY 
Stock House Specializing 


Annual Dividend Rate 
Dollars Per Share 
High (Asked) 

| Low (Bid) 


Capital Stock 
Outstanding 


Book Value 
Liquidating 
Total Earnings 
Per Share 
Annual Dividend Rate 
Dollars Per Share 

| High (Asked) 

| Low (Bid) 














Peoples Nat’IFire, N. Y. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 

Phoenix Ins., Hartford. 
Conning & Co., Hart. 

Presidential F.&M.,Chi. 
C. Sincere & Co., Chi.}.... 

Providence, Washington 
Providence (new)... 
C. A. Day & Co., Inc., 

GME, caso as aa9:s 
H.D. Knox&Co., Bos. 

Rhode Island Insurance, 
Providence (N.)...-- 
C. A. Day & Co.,Inc., 


Boston 

H.D. Knox & Co.,Bos. 
Republic Fire,Pitts’h. . . 

W. Wallace Lyon & 


co «| Par Value 


Co., _N. ’ 

Reins. Life of Am., Chi. 
C. Sincere & Co., Chi 

Security In. Co. of New 
Haven, New Haven. . 
A. Atkins & Co., N.Y 
Curtis & Sanger, N.Y. 

Springfield F.&M., 
Springfield, Mass..... 
C.A Day & Co., Inc., 

Boston 

















Clinton Gilbert,N.Y. . 
Curtis& Sanger, N.Y.... 


Gilbert Elliott N.Y .... 
Sylvania Ins. Co., Phila. 
W. Wallace Lyon & 


0., N.Y. 
Travelers Ins., Hartford. 
Conning & Co., Hart. 
United Life & Acc. Ins. 
Co., Concord 
C. A. Day & Co., Inc., 
Boston 
U. S. Fidelity & Guar- 
anty, Baltimore..f... 
United States Fire, N.Y.| b5 
Clinton Gilbert,N.Y. 
U.S. Mer. & Ship., N.Y. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y... 
Virginia Fire & Marine, 
Richmond........... 
Clinton Gilbert, N.Y 
A. Atkins & Co., N.Y. 
Curtis & Sanger, N.Y. 
Westchester Fire, N. Y. 
Curtis & Sanger,N .Y. 
Clinton Gilbert,N. Y. 





























St. Paul F.&M., St. Paul} 4,000,000 


A. Atkins & Co.,N. Y.|.... 


wn 
































*Current annual dividend rate. 


(b) Present capital, balance of items pertains to figures as of December 31, 1928. 


f) High and low for year. . 
ft Fires pertain to December 31, 1929 
tAs of December 31, 1929 








United States Fidelity and 
Guaranty Co. in 1929 


(Concluded from page 42) 


secretaries, William B. Hill, Frank J. 
Maguire, Harry C. McMechen, William 
E. Moore, R. H. Mottu, Sullivan Pitts, 
John N. Richardson, Robert H. Sayre, 
William A. Sehlhorst, Glover C. Tren- 
holm; cashier and assistant treasurer, 
F. Irving Cooke; assistant treasurer, 
Thomas P. Stran, Jr.; assistant auditor, 
Joseph W. Crook; assistant auditor, 
Henry Patterson. 





Don’t Neglect Forgery 


Insurance 
(Concluded on page 36) 
Firms paying their help by check 
should carry forgery insurance. 
Checks issued to employees for salary 
are very frequently cashed by small 
merchants and are likely to pass 
through several hands before getting 
back to the bank. In the event of 
checks being stolen, either in a hold-up 
of a store or taken from a custodian 
or a messenger, forgeries are fre- 
quently and easily perpetrated, and 
these forgeries are not detected by bank 
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tellers because the indorsement is 
forged. The bank has no -responsi- 
bility for forged indorsements and the 
issuer of the check has to suffer the 
loss through the forgery. 

Forgery insurance, from the stand- 
point of the agent, has none of the de- 
tail very often associated with other 
casualty lines. Boiled down, there are 
two classes and two rates, one for each 
class, and it is not necessary to secure 
an application from the assured. It 
will pay every agent to remember that 
forgeries are committed on the small 
business man as well as on the larger 
corporation, and as a matter of fact, 
are most frequently worked on the 
small business man. For that reason 
he should carry forgery insurance. 





WANTED 


American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 
United Life & Accident 


and all other 








New England Insurance Stocks 


CHAS. A. DAY & CO. 


Incorporated 


Sears Bldg. Boston 




















An Under- Valued 
Ins. Co. Stock 


Our recent analysis of a well known 
insurance company stock shows earn- 
ings per share of 16% on its present 
market price. 


We believe this to be an under-valued 
stock on this basis and recommend its 
purchase. 


An analysis will be sent upon request. 


Write for Circular S-9 


ARTHUR ATKINS & CO. 
149 Broadway 
New York 
Barclay 4815 
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Miscellaneous Insurance 











OVER HALF A CENTURY OF INSURANCE SERVICE 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 
FIFTY-SEVENTH ANNUAL ISSUE—1929 


This issue of the three volumes of The Insurance Year Book continues the valuable service in the form 
of Monthly Bulletins, which are issued regularly—one in conjunction with the Fire and Marine Volume 
and one in conjunction with the Casualty, Surety and “Miscellaneous Volume. These Bulletins contain 
summaries of reports of Insurance Departments on companies, company changes, new companies projected 
and other information of value. Special Confidential Reports will also be rendered to subscribers by our ( 
Research Bureau of Insurance. The Insurance Year Book therefore presents 


A COMPLETE REPORTING SERVICE 
Financial Statements—Monthly Bulletins—Special Confidential Reports 








SOME OF OUR IMPORTANT 
LIFE INSURANCE PUBLICATIONS 

















A BC of Life Insurance $2.00 Life Insurance and How to Write It 92.50 
Astuarial Theory 10.00 Life Insurance Law Manual for Agents 3.00 
American-Canadian Mortality Investigation 20.00 Life Insurance Fables for the Man in the Street -50 
Art of Canvassing, The 2.00 Life Insurance Policyholders Pocket Index ye) 
American Men Tables, (in three volumes) 150.00 Life Insurance Progress, Methods and Results 2.00 
Art of Insurance Salesmanship, The 2.00 Life Insurance Simply Explained 1.00 
Art of Selling, The _ 1.50 Life Insurance Salesmanship 1.50 
Business Builder Service 4.00 Life Insurance Trusts Explained 1.00 
Business Insurance ‘ 1.50 Monthly Income Policy, The -50 Cc 
Compendium of Official Life Insurance Reports 5.00 Multiplying Your Income 2.00 
Complete Surrender Value Ready Reckoner 50.00 Notes on Life Insurance 4.00 S 
Cost of Insurance 10.00 Objections and Answers 1.50 f 
Efficiency __ 1.25 One Hundred Ways of Canvassing 3.50 
Essence of Life Insurance, The 3.00 Plain Reasons 2.00 d 
Graphic Selling Charts for Life Agents 10.00 Plain Hints to Life Insurance Solicitors .50 
—— to Premium Rates, Applications and aioe Pocket Register of Life Associations 75 S 
olicies : acti 5 3 i i ience (Two Volumes), 
oo ho og Business He oat eee y ster so wail 15.00 : 
ow to Sell Insurance 0 é 
Illinois Standard Tables (4 vols.) 80.00 See Saree = . 
Income Insurance 1.50 Practical Pointers _ : : h 
Industrial Life Insurance 3.50 Principles and Practice of Life Insurance 20.00 se 
Insurability, Prognosis and Selection 10.00 Psychology of a Sale 1.25 
Insurance Fables for Life Underwriters 1.00 Some Problems of Longevity 6.00 k 
Insurance Science and Economics 3.00 Successful Agent, The 2.50 
Institute of Actuaries Text Book (3 vols.) 23.50 System and Accounting for a Life Insurance Co 25.00 . 
It’s All So Easy When You Know How 1.50 Short Lessons in Life Insurance 2.00 t} 
Life Agents Brief 2.00 > 
i What You Are Going to Sell -50 
Life Agents Kit 5.00 b 
Life Assurance Primer 3.00 What Life Insurance Is and What It Does 1.50 7 
Life Insurance Catechism -50 Why and How Business Insurance Benefits Its Users 25 $1 
sr 
Sole Agents for all Works handled by CHARLES & EDWIN LAYTON, London, England : 
Send ten cents in stamps for complete catalogue of Insurance Publications with descriptive circular of books listed above hs 
pr 
WHEN IT IS PUBLISHED BY THE SPECTATOR COMPANY lig 
IT IS THE STANDARD WORK ON THE SUBJECT qu 
: . th 
Write for list of up-to-date important life insurance leaflets; nearly a hundred to suit various requirements co! 
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73 
Page 7 
Planning Cooperative Campaign 


Selling Business Insurance 
Record of Companies for 1929 


Life Insurance Sales Features begin on page 19 


\ Features mn Shis ss 11e 


Casualty 


Page 41 
Accident and Health Rates 
R. I. Compensation Survey 
79 New Casualty Carriers 
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Page 29 
W. EE. Mallaliews Address 
Inland Marine Troubles 
Extracts From Statements 


























New and Retired Companies 


Annual List of Fire, Life and Casualty Insurance Companies 
Which Have Been Organized, Projected or 
Retired During the Past Year 


in the insurance business is the 
constant influx of new companies. De- 
spite the strict requirements exacted 
from organizers by the State insurance 
departments throughout the country, to 
say nothing of the technical skill and 
financial sagacity that are necessary 
qualifications for any group of men who 
hope to operate an insurance company 
successfully, the business has never 
known the day when there was a lack 
of either men or money ready to take 
the plunge. 

The investigation of excessive acqui- 
sition costs now being conducted by a 
special committee of the National Con- 
vention of Insurance Commissioners 
has served to bring the new company 
problem more squarely into the spot- 
light. It has been suggested that the fre- 
quent organization of new carriers in 
the fire and casualty field incites a keen 
competition for the services of agents, 
with the result that excess commissions 
are paid to the big producers of the 
older companies who switch their alle- 
giance to the newcomers. 

On the other hand, the plentitude of 
competition has always kept the insur- 


Oj; of the most significant trends 
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ance business on its toes. Because there 
are no monopolies, the companies have 
been jogged into the creation of new 
policies, intensive production of various 
allied lines of insurance and the intro- 
duction of increased service in various 
forms to policyholders. 

Whether for good or ill, the situation 
is packed with interest and significance 
and the list of new and retired com- 
panies, compiled annually by THE 
SPECTATOR and published in full in this 
issue, offers an accurate basis for dis- 
cussion of it. 

In the life insurance field there were 
42 new old line companies which re- 
ceived their licenses in 1929. In addi- 
tion there were forty-two companies of 
this type projected during the year, 
which, on the basis of past experience, 
augurs a continuation of the present 
trend in 1931. A balance was somewhat 
retained by the retirement of thirty life 
insurance companies, some through 
mergers with other small companies 
and others through reinsurance con- 
tracts effected with older and larger 
carriers. One company with over $16,- 
000,000 of insurance in force went into 
the hands of a receiver. 


Twenty-six assessment associations 
and fraternal orders were licensed in 
1929 and plans for organization were 
announced by thirty-four others. There 
were twenty-four retirements by in- 
surors in this group. 

The formation of new fire insurance 
companies did not approach the un- 
precedented 1928 record when 133 com- 
panies were organized or projected. 
The past year witnessed, however, the 
promotion of sixty-one such carriers, 
fourteen of which had a capital of $1,- 
000,000 or more. Five stock fire insur- 
ance companies quit business in 1929, 
four less than in the year before. 

Among the Lloyds, reciprocals and in- 
ter-insurers, there were twenty such or- 
ganizations licensed or _ projected. 
Three retired. Twenty mutual fire in- 
surance companies appear on the new 
and projected list for 1929. One com- 
pany in this group retired. 

In the casualty insurance field, sev- 
enty-nine new carriers of various kinds 
were licensed, thirty projected and 
forty-four retired. 

The lists in detail are published re- 
spectively in the life, fire and casualty 
sections of this issue of THE SPECTATOR. 





